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3G FIELD IS OPEN 
FOR BEQUEST POLICY 


any Feel That Wonderful Oppor- 
tunity Is Open for This 
Particular Appeal 



























LIFE INSURANCE FITS IN 
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Julius Meyer of New England Mutual 
Life at Chicago Sets Forth Sound 
Arguments 
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Bequest insurance undoubtedly opens 
one of the biggest fields for life insur- 
ance production. Many life insurance 
men who have a vision do not fail to 








to the com 










a defense y ae ' 
t the fede see the tremendous opportunities in this 
PSS alone tN direction. It is a field that is resting 
aterest Taig fallow and simply waiting cultivation. 
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When bequests are made, it has been 
thought to be the province of the 
wealthy. Large sums have been given 
to different enterprises, chiefly through 







r 180s the instrument of a will or by direct 
new insu contribution. People with moderate in- 
y the Bank come have not felt that they could af- 
This year ford to give a sum to any enterprise in 
f last yane which they are interested, although they 
was reach would be glad to do so, if the way were 
cad of IMME pointed out where it would not cramp 
ched Oct. them. 
* 3 4 Should Make Modest Appeal 
New low There are now so many different in- 
f this ya stitutions and activities that rely for 
ared wil support on the favor of the public, that 
new reco those interested in them see that they 
ted for th® should no longer look chiefly to the 
wealthy, but should reach far down the 
line and interest those enjoying a rea- 
ompany sonable income. 
29—It Life insurance is the best medium 
4 with the through which bequests can be made. 
>m pans A man may feel that he would enjoy 
Brother leaving $1,000, $2,000 or $5,000 to a 
> Nations church, hospital, educational institu- 
‘tion fer’ tion or some other meritorious enter- 
compat, prise. He does not want to have that 
, plan a amount taken out of his estate for fear 
eing Col it might embarrass the heirs. He does 
» Brother “Ot Want to give the money outright in 
s, as there lump sum, because he cannot afford 


: to do it. Through the medium of life 


ted in the insurance however he can take out a 
week and policy, with some institution named as 
ally con the beneficiary. Thus, at his death, the 
y kind be institution receives the money or he 


can arrange for an endowment that will 


mature and be made payable to the in- 
stitution. 


Almost everyone whose concern ex- 









30.—The i tends beyond his own business or home 
_ the lite is interested i in some enterprise. It may 
its mett be an institution with which he is very 
ful wort familiar, He appreciates its needs. He 






for the 


a. May have various calls made upon him 
sociation 


from time to time for contributions and 















vertisigg™™ thus come in contact with an enterprise 
| lists (RR Of two that appeals to him in a special 
the gol way. He can easily arrange through 
show ® life insurance to have this gift made. 
eing ¢ While he is in his productive period he 






of the 
irranged 
convet 


can pay the premium and will not feel 
ii especially. 

he officers who are trustees of any 
institution that is looking to the public 
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MR. BRYAN’S INSURANCE 


HE PATRONIZED THE WEST 
Commoner Carried a Modest Line of 
Protection and Some Endowments 
Had Already Matured 


NEW YORK, Aug. 6.—There has 


been considerable comment as_ to 
whether the late William Jennings 
Bryan carried life insurance. Inasmuch 


as he had no insurance in any of the 
eastern seaboard companies the supposi- 
tion was that Mr. Bryan carried no in- 
surance. As a matter of fact he pat- 
ronized western companies with one ex- 
ception and also carried some fraternal 
insurance. He had a policy in the 
Bankers Life of Lincoln, Neb., his home 
city, and also carried insurance in the 
Northwestern Mutual, Union Central 
Life and the National Life of Vermont. 
His fraternal insurance was in the Mod- 
ern Woodmen, Maccabees, Royal Arca- 
num and Royal Hollanders. His fra- 
ternal insurance amounted to $11,300. 
Mr. Bryan started buying insurance in 
the early 90’s and later purchased more. 
He carried endowment policies in some 
of the companies mentioned which had 
already matured. In the early 90's he 
took small policies on the life plan. Per- 
haps Mr. Bryan was averse to coming 
to this city for his insurance. 








for support know the prospects for 
benefactions that can be made through 
life insurance. It is the part of the 
life insurance man therefore to get in 
touch with the management and as- 
certain who are the real friends of an 
institution. If an appeal is made in an 
intelligent way there will be a liberal 
response. 


Chicago Community Trust 


Recently an appeal has been made to 
Chicagoans to arrange for the “Chicago 
Community Trust” it comprising a fund 
whose interest can be used for worthy 
enterprises. The fund will be in the 
hands of trustees who will decide how 
to use it. Julius H. Meyer, of Chicago, 
general agent of the New England Mu- 
tual Life, in studying this document 
found that the suggestion was made 
that donations or bequests be given by 
will or deeds of gift. It omitted entirely 
bequests by life insurance. Mr. Meyer 
feels that the management overlooked 
a great opportunity and therefore he 
brought the matter to the attention of 
those who are promoting the Chicago 
Community, saying in part: 

Julius H. Meyer's Letter 

Th appeal offers special opportunities 
to possessors of great wealth. It is 
conceivable, however, that there is a 
large group of citizens in this commu- 


nity who would feel happy to place 
smaller sums at the disposal of the 
Community Trust. These men and 


women would hesitate to authorize the 
payment of any sum, however small, out 
of the principal of their estates, but 
would gladly pay a small annual pre- 
mium which would create an estate of 
respectable size at death, for this laud- 
able purpose. 

There are, too, many wealthy citizens 
of this community who, fearful of 
changing conditions, will hesitate to 
leave substantial sums at death by spe- 
cific bequest. Many large fortunes have 








CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, AUGUST 7, 1925 


SAUNDERS QUITS POST 


IS LEAVING WESTERN STATES 


Vice-President Marshall C. Harris Ad- 
vanced to Presidency of San Fran- 
cisco Company 


SAN FRANCISCO, CAL., Aug. 6. 
—H. J. Saunders, for the past seven 
years president of the Western States 
Life of San Francisco, announced his re- 
tirement Saturday, and the selection of 
Vice-president Marshall C. Harris to 
succeed him. 

In Poor Health 

Mr. Saunders will retire from active 
business owing to ill health. He has al- 
ways been a strenuous worker and has 
been handicapped for some years with 
an ailment which has been made more 
acute through his persistent labors. He 
joined the Western States Life at its or- 
ganization in 1910, leaving the New York 
Life to become manager of agencies of 
the infant company. He had spent all 
of his previous business life with the 
New York Life and was supervisor of 
the San Francisco clearing house of the 
company when Warren R. Porter called 
him into service with the new organ- 
ization, then endeavoring to get started. 

Reaches $100,000,000 Goal 


Coincident with the announcement of 
Mr. Saunders’ retirement the company 
issued a statement showing the achieve- 
ment of the $100,000,000 goal of insur- 
ance in force for which Mr. Saunders 
has strived and had expected to gain 
this year. A record breaking July in 


honor of President Saunders saw his 
ambition realized. 
Marshall C. Harris, the new presi- 


dent, has been a director of the com- 
pany since 1910 and when Mr. Saunders 
was elected president Mr. Harris be- 
came actively interested in the company 
as vice-president. He has devoted most 
of his time to the affairs of the company 
ever since, although he is the leader in 
several other industries in California. 


so shrunk in time that the family has 
suffered privations, by reason of the pri- 
ority payments of certain bequests. 
Only the fewest men have sufficient con- 
fidence in the enterprises in which their 
funds are invested to anticipate favor- 
ably the economic and other conditions 
existent at the time of their death. 


Reasons Are Given 


A policy of insurance made payable 
to a trust company for the benefit of the 
purposes of the Chicago Community 
Trust possesses many advantages. 

1. It is payable at par, in cash, di- 
rectly and immediately to ‘the benefi- 
ciliary trust company under a deed of 
trust. 

2. It avoids legal complications 
might endanger the bequest. 
3. It is payable without 

lawyer's fees. 

4. By it the inheritance tax is largely 


that 


probate or 


if not entirely eliminated. 
5. The premiums paid are annually 
deductible as charitable donations in 


figuring the income tax. 


6. It cannot affect adversely residu- 
ary legatees in the event that the es- 
tate is unduly involved. 


7. It is more to be regarded as the 
(CONTINUED ON PAGE 13) 
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AGENCY MANAGERS OUT 
AFTER NEW MATERIAL 


“Sell” 





Must Find Men and In- 


surance Business to 
Them 





ARE STUDYING COMPANIES 


Prospective Representatives Want to 
Know History—Educational 
Facilities Important 


Agency managers are not finding any 
easy task in selecting new agents these 
days. There are when 
conditions are such that plenty of men 
of the right caliber, 


times business 


apparently can be 
obtained, but that is not the case 
Men are not seeking agency contracts. 
A good life insurance salesman must be 
sought out and sold on the idea of en- 
tering into the life insurance business. 
Even more significant is the fact that 
the prospective agent today does not 
enter lightly into the insurance business 
say agency men. No longer is he in- 
terested only in the rate of commission 
as compared with other companies. He 
wants to know the history of the com- 
pany with which he is to cast his lot. 
He wants to be convinced that it is the 
concern for him to connect with, 
Wants to Read Up 


today. 


If a company is going to keep abreast 
of its competitors today it must be 
equipped with something more than as- 
sets and surplus. In the first place the 
agent must have a history of the com- 
pany that he can read and think about. 
He demands printed matter about the 
company and the business. He wants 
to know what educational facilities will 
be granted him if he makes a connec- 
tion. 

It has been the custom of many com- 
panies in the past to send out form 
letters to leading men in new territory 
asking them to suggest names of agents. 
Following the suggestions, an agency su- 
pervisor would be sent out to close deals 
and make the appointment. Many agency 
managers are convinced that this method 
is not effective. The best way of open- 
ing up new territory, in the opinion of 
one capable agency vice-president of a 
medium sized company is to first send 
out an agency supervisor to look over 
the territory, hunt up a prospective 
agent, get him in an acceptable frame 
of mind and then follow up by a home 
office man who is experienced in clos- 
ing agency prospects and starting them 
off in the business. This gives a home 
office contact that is very valuable and 
provides for a much better selection of 
men. 

Agency Supervisor's Work 


Later on the agency supervisor can 
work with the man who has been se- 
lected and help him get started, but the 


Lactual closing of the deal and the selec- 


tion of the representative should be done 
by a more experienced and capable man. 
(CONTINUED ON NEXT PAGE) 
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HAS NEW AGENCY HEAD 
COCKRELL IS THE DIRECTOR 


Report of Ernst & Ernst, Who Have 
Been Examining Inter-Southern 
Life, About Ready 


LOUISVILLE, KY., Aug. 6.—An- 
nouncement has been made by the In- 
ter-Southern Life of the appointment of 
W. Chenault Cockrell as director of 
agents “under, the immediate super- 
vision of ‘Charles B. Noredeman, ac- 
tive assistant secretary and the presi- 
dent and first vice president.” Mr. 
Cockrell has been 12 years with the 
Inter-Southern and was until recently 
head of the policy department and has 
of late been country agency supervisor. 

This announcement means that Stan- 
ley Reed, secretary and agency man- 
ager of the Inter-Southern, has been re- 
moved from his agency duties. Hav- 
ing been elected for one year as secre- 
tary, it may not be possible to remove 
him from that office at the present time. 

The future plans of Mr. Reed are not 
known and it is extremely unlikely that 
anything will be decided on by him be- 
fore the, meeting of the board next 
week. But it is certain that his record 
as an agency manager together with 
the remarkable following he has among 
Inter-Southern agents everywhere will 
attract attention. 


Report Ready on Aug. 12 


It is reported that the report on the 
audit of the Inter-Southern Life, or- 
dered by Commissioner S. M. Saufley, 
and made by Ernst & Ernst, deputized 
by Mr. Saufley to do the work, will be 
coniplete about Aug. 12. It had been 
announced that the report would be 
out about Aug. 6, this date later being 
set back to Aug. 8, and now informa- 
tion is to the effect that it will not be 
out until about Aug. 12. 

Nothing new has transpired over the 
week, other than newspapers getting 
the story of the resignation of two In- 
ter-Southern directors, C. I. Hitchcock 
of the “Insurance Field” and James R. 
Ramey of the Fidelity Life & Accident, 
and playing it up as front page material, 
in a more prominent way than the or- 
dinary resignation of a couple of direc- 
tors would warrant, showing that the 
daily press is quite interested in Inter- 
Southern developments. 

Newspaper articles indicate that the 
resignations were due to the directors 
being out of sympathy with Mr. Duf- 
fin’s movement to oust James B. Brown 
and seven other directors in July, when 
they could not agree with Mr. Duffin. 
It was remarked that while no reason 
was advanced for their resignation, it 
was generally understood. 

It was also stated in these articles 
that Commissioner Saufley would re- 
ceive the audit report on Aug. 12. 


AGENCY MANAGERS OUT 
AFTER NEW MATERIAL 


(CONT’D FROM PRECEDING PAGE) 


In a city the most effective and best 
method is to have agents brought in by 
members of the agency force say Chi- 
cago managers. The most successful 
agency managers are training their city 
salesman to keep an eye out for pros- 
pective agents. Whenever they canvass 
a man for life insurance they should have 
the thought that he might probably make 
a good life inSurance man. If he seems 
to be of the proper caliber and is not 
satisfied with his present work, the fact 
should be reported and an effort made 
to convince him that life insurance is a 
proper field for him. 


Pan-American’s Figures 
The Julv 1 statement of the Pang 
American Life shows assets, $15,236,600; 
capital $1,000.000; net surplus, $777,719 
insurance in force, $134,224,490. 





PROGRAM COMPLETED 


MEETING OF COMMISSIONERS 


Full List of Speakers Before Convention 
at San Antonio, Tex., Sept. 14-18 
Is Announced 


Judge John M. Scott, Texas com- 
missioner of insurance and official host 
to the National Convention of Insurance 
Commissioners when it meets in San 
Antonio, Tex., Sept. 14-18, has an- 
nounced the completed program for the 
convention. 

Nearly all of the commissioners have 
indicated their intention of being pres- 
ent, and where they cannot attend their 
deputies will represent the state. In ad- 
dition to these there will be scores of 
executives of insurance companies of all 
classes. 

The commissioners have accepted the 
invitation of the Dallas Chamber of 
Commerce to spend Sept. 19 in Dallas, 
going to that city at the close of the 
convention at San Antonio. 

The program for the 
follows: 


convention 


Monday, Sept. 14 


M. 
of 


10 a. m., Opening Exercises, John 
Scott, Commissioner of Insurance 
Texas, presiding. 

Address of Welcome, Miriam A. Fer- 
guson, Governor of Texas, and James E. 
Ferguson, ex-Governor of Texas. 

Address of Welcome (from City of San 
Antonio). 

Response, Harry L. Conn, Ohio. 

“Texas,” Pat M. Neff, ex-Governor of 
Texas, 

Call of States. 

President's Address, 
Florida. 

“The Force and Effect of Departmental 
Rulings and the Attitude of Courts 
Thereon,” W,. R. C. Kendrick, lowa. 

Discussion. 

4:30 p. m., Automobile ride, 


John C. Luning, 


starting 


| from St. Anthony Hotel. 


7:30 p. m., St. 


Anthony Hotel. 


Tuesday, Sept. 15 


10 a. m., Courtesy of floor will be ex- 
tended to Petronilo Romero Mota, Com- 
missioner of Insurance of the Republic 
of Mexico. 

Communications and Reports. 

“Insurance Agent from the Viewpoint 
of a Commissioner,” John R. Dumont, 
Nebraska. 

Discussion, 

“Should the American Men Mortality 
Table Be Made Permissive as a Legal 
Valuation Standard?” William M. Cor- 
coran, Actuary, Connecticut Department. 

Discussion. 

“Uniform Commissions in Fire Insur- 
ance,” Frank N. Julian, Alabama. 

Discussion. 

6 p. m., Entertainment, San 
Park—Mexican Dinner, Barbecue, 
Swimming in San Pedro Pool. 

9:30 p. m., Leave for Rio Grande Val- 
ley, Brownsville, Texas, and Matamoras, 
Mexico. 


Blue Goose _ session, 


Pedro 
and 


Wednesday, Sept. 16 


To be spent in Rio Grande Valley, vis- 
iting Harlingen, La Foria, Mercedes, 
Wealaco, Donna, San Juan, McAllen and 
Mission, being the citrus and tropical 
fruit belt of Texas. 


Thursday, 17 


10:30 a. m., 
ports. 
“The 


Sept. 


Communications and Re- 


Permanent Rules for Making 


.Compensation Rates Adopted by the Na- 


tional Council on Compensation Insur- 
ance,’ Clarence W. Hobbs, former Com- 
missioner of Massachusetts. 

Discussion, 

“Insurance Legislation and the Insur- 
ance Departments,” James A. Beha, New 
York. ’ 

Discussion. 

4:30 p. m., Automobile ride, Army Post, 
leaving from St. Anthony Hotel. 

8:00 p. m., Garden Party and Ball at 
San Antonio Country Club (formal dress). 


Friday, 18 


10:30 a. m., Communications and Re- 
ports. 

Election of Officers. 

Executive Session for the discussion 
of Departmental Rulings and Problems. 

Adjournment. 

5 to 7 p. m., Ladies Reception and Tea 


Sept. 


‘at the home of Mrs. 





HOLD AGENCY MEETING 


PASSES THE  $200,000,000 MARK 


Northwestern National Life to Celebrate 
Achievement With Educational 
Convention at Its Home Office 


MINNEAPOLIS, MINN., Aug. 5.— 
State officials and other notables will 
take part in the $200,000,000 jubilee of 
the Northwestern National Life which 
opens at the home offices here Aug. 10 
and continues two days. 

Governor Theodore Christianson and 
Commissioner George W. Wells will 
represent the state. Another on the 
program will be J. A. O. Preus, former 
governor. Dr. C. J. Rockwell of the 
University of Pittsburgh will give an 
address on “Life Insurance as a Profes- 
sion.” 

About 150 representatives of the 
Northwestern from all parts of the coun- 
try are expected to attend. The jubilee 
celebrates the passing of the $200,000,000 
mark in written business and is also in 
the nature of a house warming of the 
new home office although this has been 
occupied for several months. 


H,. W. Cook to Preside 


At the opening session Monday, Dr. 
H. W. Cook, acting president of the 
Northwestern National, will preside. C. 
T. Jaffray, chairman of the board, will 
speak, along with A. W. Crary, J. S. 
Hale, J. B. Keena and R. E. Saberson. 
After this session there will be a tour 
of the new building and then a luncheon 
in Loring Park adjoining, if weather 
permits. 

Monday afternoon there will be a 
group of talks on “Seeing the People,” 
“Education,” “Settlements,” “Service,” 
“The Farmer,” “Program Selling,” and 
“Salary Savings.” Several Northwest- 
ern representatives will take part in 
these discussions, the list including H 
O. Wilhelm, W. F. Adamek, Mrs. R. W. 
Taylor, O. W. Veth, J. T. McGovern, J 
P. Powell, C. P. McLain, John A. 
Honey, J. T. Little, E. W. DeNio, C. D. 
Ford, N. T. Truell, F. D. Cummings, D. 
J. Connolly, John Bidlake, J. A. Norris, 
T. H. Cummings, M. R. Nyman, H. W 
Yerxa, O. J. Stephenson and Charles 
R. Mason. 

An automobile tour of ;Minneapolis 
and a dinner and dance at the Automo- 
bile Club will complete the day's pro- 
gram. 

Tuesday Commissioner Wells will dis- 
cuss “The Functions of an Insurance 
Department.” Other talks will be “The 
Agent as a Public Servant,” by H. D. 
Leslie; “The Health Service,” Dr. O. J 
Johnson; “The New Policies,” E. D 
Lacy; “Underwriting by the Agent,” J 
Q. Taylor; “Group Insurance,” D. 
Lowmiller; “Our Opportunity,” Homer 
G. Hewitt, and the talk by Dr. Rock- 
well. There will also be luncheon talks 
Tuesday by S. J. Evarts, Mrs. G. A. 
Ralls, E. N. Ney and R. H. Wells. 

Tuesday afternoon will be given over 
to a life insurance clinic by Dr. Rock- 
well. Following this the entire party 
will go to the Lafayette club, Lake Min- 
netonka, where dinner will be served 
and addresses made by F. A. Chamber- 
lain, a director of the Northwestern Na- 
tional, former Governor Preus and 
Frederick White of the White & Odell 
agency. 

The Northwestern National in the 
past five years has had a phenomenal 
growth. The company was organized in 
1885 and passed the first $100,000.000 
mark of insurance in force in 1920. The 
$200,000,000 milestone was reached in 
1925. 








J. B. Jarratt, at 
corner of Craig and Belknap Place. 

Evening, Banquet—Typical of San 
Antonio and Mexico—Pamunkey Cere- 
mony. 

Leaving San Antonio at 11 p. m., spe- 
cial train, for Dallas, to be guests of 
Chamber of Commerce and insurance 
fraternity of Dallas. 





KNUDTSON’S NEW po 


JOINS EQUITABLE of 10) 


Resigns 
Trust to Take Up Agency Work 
in California 


Vice-Presidency of Muy! 


Gilbert Knudtson has resigned 
vice-president of the Mutual Trust Li 
of Chicago, as of Sept. 1, and will ; 
Oct. 1 become agency Manager of RB 
Equitable of Iowa, with headquarter 
San Francisco, Cal. Mr. Knudtson yj 
be succeeded as vice-president of th 
Mutual Trust by Carl A. Peterson why 
has been director of agencies. Regi 
ing Mr. Knudtson’s appointment the 
Equitable of Iowa makes the following 
announcement: 


Equitable Announcement 


“One of the most important ageng 
deals made by ~-the Equitable Lif. , 
Iowa, and one which will mean a me 
intensive development of its northen 
California field, has just been consuyp. 
mated, whereby Gilbert Knudtson yi 
on Oct. 1 enter the service of the Equi. 
able of Iowa as agency manager, wit 


GILBERT KNUDTSON 


headquarters at San Francisco, the work 
of Mr. Knudtson to supplement that 0 
Walter G. Eader, for many years get- 
eral agent in that city, and who 
Oct. 1 will become coast supervisor tor 
the company. It will be the purpose 0 
Mr. Knudtson to place _ substantid 
agency representation in the cities 0 
Fresno, Stockton, Sacramento and Oak- 
land, with an enlarged metropolitan 
agency in San Francisco, a work which, 
by reason of his many years of prac 
tical experience in agency building, ht 
is well qualified to perform. 


Division of Duties 


“Mr. Eader, in addition to men n0¥ 
under contract in the San Francisco 
agency, will endeavor to build an & 
larged staff by bringing high grade met 
into the service of the company at 
the detailed work of instructron and 
training of these men will be performed 
by Mr. Knudtson. This is a phase % 
the work that Mr. Eader has desired © 
be relieved of in order to give him al# 
additional time for writing an enlarge! 
personal business. 

“In his new sphere, Mr. Eader wil 
also be available for the company ™ 
any special work which may be desiree 
by the company on the coast territory. 


Knudtson’s Career 


Mr. Knudtson has had an all around 
life insurance experience that gives him 
an unusually complete equipment. 
began as a personal producer for the 
Northwestern National at Albert Le 


(CONTINUED ON NEXT PAGE) 
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"OOL IS CONDUCTED 
yENGAARD IS IN CHARGE 


Life Educational Director Is 
Holding Meetings at Various Gen- 
eral Agency Headquarters 


H. P. Gravengaard, in charge of the 
cational division of the home office 
the Aetna Life, has just completed a 
ve weeks’ training school course in 
Milwaukee office of his company 
ch is headed by Manager J. E. Mie- 
Every full time man attended the 
tire course as well as part timers and 
kers. The school sessions occupied 
entire morning of each day. The af- 
cons were left for solicitation work. 
i< of interest to learn that these half 
ys of solicitation resulted in the best 
jume of business for three weeks ever 
ined by this agency. 
Mr. Gravengaard will assume charge 
a similar class on Nov. 2 in the Chi- 
x0 office of the Aetna Life in charge 
Manager S. T. Whatley. Mr. What- 
reports that 18 outsiders, men not 
bw engaged in life insurance work, 
ve already signified their desire to at- 
ind this school. He expects a large 
portion of his part time men, as well 
all of his full time men, to also at- 
dthe school sessions. He states that 
firmly believes that the Aetna Life 
*s in his city will be finely recruited 
a result of this school. , 
Mr. Whatley reports that for the first 
en months of 1925 his agency made a 
ord of $12,000,000 of new business 
ich was the total amount it gained 
pring the whole of 1924. He now ex- 
s to hit the $20,000,000 mark for 
3, 


ILBERT KNUDTSON GOES 
TO EQUITABLE OF IOWA 


(CONT'D FROM PRECEDING PAGE) 


2. 


In 1910, he opened the north- 
estetn department branch office of 
hat was then the Scandia Life at 
inneapolis, having supervision over 
innesota, North and South Dakota. 
five years his agency force was pro- 
ucing approximately 40 percent of the 
tal business written by the company. 
1915 Mr. Knudtson was brought into 
¢ home office as superintendent of 
gents and seven years later was made 
ce-president. 


Prefers Agency Work 


He has thus been with the Mutual 
tust Life since its early days. He has 
ad more or less supervision over al- 
ost every department of the company. 
¢ has been very largely responsible 
t the building up of the company’s 
roducing staff. Mr. Knudtson is ener- 
etic and creative. While he is a thor- 
ughly informed company official he is, 
dove all, a life insurance salesman. He 
as lor some years been wishing to get 
but on the firing line again, and found in 
he arrangement with the Equitable just 
hat he had been wanting. A dinner 
ft his honor will be given by the offi- 
‘als of the Mutual Trust on Aug. 18. 


August Is “Knudtson Month” 


August has been set aside as “Knudt- 
on Month” by the agents of the Mu- 
tal Trust, who will endeavor to show 
ir loyalty and affection for Mr. Knudt- 
on by a heavy production. Mr. Knudt- 
on will take his family to California 
py automobile, and in this way take 
¢ first real vacation that he has had in 
many years. 


John W. Davis a Trustee 


Lt board of trustees of the Mutual 
Da New York has elected John W. 
iS a trustee to fill the vacancy 
aused-by the death of the late Gen. 
a H. Wilson of Wilmington, Del. 
‘Mavis was Democratic candidate for 
last election. 





DETROIT OUTLOOK GOOD 
HEAVY PRODUCTION IS SEEN 


Co-operation of Trust Companies Im- 
portant Factor in Reducing Sales 
Resistance 


DETROIT, MICH., Aug. 6.—With 
the impetus of a marked increase in 
new paid-for business the first six months 
of this year as against a similar period 
of 1924, factors in the life insurance 
business in this city are squaring away 
for a record breaking finish. Their 
outlook for an unusually good volume 
of business during the remainder of the 
year is reinforced from the fact that 
Detroit trust companies are giving such 
close co-operation and attention to life 
insurance, particularly for business pro- 
tection and as a provision for inher- 
itance taxes. 

According to local general agents and 
company officials, these efforts on the 
part of trust companies have been de- 
veloped in Detroit to a greater extent 
than in any other city, as especially 
evidenced by the willingness of trust 
company officials to actively participate 
in selling protection to their clients. In 
addition, they have assisted extensively 
in the use of large newspaper advertise- 
ments given over entirely to life insur- 
ance and are planning similar efforts on 
an even larger scale. 


Cooperation Inspires Confidence 


To a marked degree these close co- 
operative efforts, sponsored by trust 
companies, have uncovered additional 
possibilities in the way of writing busi- 
ness insurance and have served to in- 
spire greater confidence as well as in- 
creased attention to life insurance. This 
is largely due to the fact that business 
men are greatly impressed with the 
existence of a situation where trust com- 
pany executives and insurance men work 
hand in hand for the mutual welfare of 
their clients with a view of rounding 
out the administration of estates by cov- 
ering every contingency with adequate 
protective measures. 

Covering Actual Needs 


While this move on the part of trust 
companies is regarded as one of the 
outstanding favorable developments in 
local life insurance underwriting, an in- 
creasing tendency to sell policies upon 
the basis of covering actual needs is 
noted. The necessity for life insurance 
salesmanship of this kind is being em- 
phasized constantly in schools conducted 
by a number of general agencies and 
in the training being given to new men 
who are being added as rapidly as ob- 
tainable. General agents are showing a 
willingness to sacrifice immediate profits 
on business and to give increased atten- 
tion to educational work with the knowl- 
edge that future earnings will be de- 
veloped upon an increasingly satisfac- 
tory basis. Furthermore, they are keep- 
ing more comprehensive business rec- 
ord of the work of their agency forces 
so that daily records always are avail- 
able for the entire force, as well as 
for each agent in the majority of the 
larger offices. 


Larger Policies on Increase 


Although it is increasingly evident in 
this city that the sales resistance to life 
insurance has been greatly reduced and 
that it is affected only by the inability 
to set aside more in the budgeting of 
expenses for life insurance some decid- 
edly unfavorable factors are reported. 
For one thing, there is a greater ten- 
dency on the part of prospective buyers 
of life insurance to program their needs 
on their own account and this develop- 
ment has been greatly encouraged by 
general agents. In addition, a number 
of people are becoming -educated to the 
raise in rates at certain age changes and 
are voluntarily ‘calling up offices. Larg- 
er policies are. said-to be decidedly on 





IS ATTRACTIVE FIELD|ALL FAVOR THE IDEA 


| PLAN MEETS WITH APPROVAIL, 


MANY NEW TEXAS COMPANIES 


Much Activity Shown in Organization 
of Insurance Institutions in Lone 
Star State 


DALLAS, TEX., Aug. 6.—Texas % 
offering an attractive field for the or- 
ganization of new life companies at the 
present time, as is indicated by the num- 
ber of companies under process of for- 
mation. 

The Seaboard Life of Houston, with 
capital of $250,000 and $125,000 surplus 
fully paid, has just begun operation. 
Burke Baker is president of the insti- 
tution. 

E. W. Nothstine is organizing the 
Texas State Life of San Antonio, with 
capital of $100,00 and surplus of $400,- 
000. Mr. Nothstine for many years held 
an executive position at the home office 
of the Bankers Life of Iowa, and has 
more recently been connected with the 
Alamo Life of San Antonio. 


Alamo Life Progressing 


The Alamo Life was organized in 1924. 
Graham Dowdell, president, and Mr. 
Nothstine, who is now organizing the 
Texas State Life, are responsible for the 
growth of this company, which has 
written about $4,000,000 of business. 

The Union Standard Life of Dallas, 
which is to have a capital of $200,000 
and surplus of $100,000, is in process of 
organization at this time. Eugene De- 
bogory, a prominent attorney in Dallas, 
and William Bacon, formerly general 
agent for the Bankers Life of lowa at 
Dallas, are the chief factors in the new 
company. 

At the time of the consolidation of the 
Southern Life of Waco and the Fort 
Worth Life in 1924, some of the men 
connected with the Fort Worth Life or- 
ganized the State Reserve Life, of which 
N. H. Lassiter is president, F. E. Me- 
Gonagill vice-president and agency di- 
rector, and S. H. Weatherford secretary. 
Since the Southern Union Life pur- 
chased the. Fort Worth Life, the home 
office of the company has been at Fort 
Worth. J. L. Mistrot is president and 
Tom Poynor vice-president. The com- 
pany has made fine progress since the 
merger. 


Many Existing Companies 


In addition to these companies under 
process of organization, there are many 
others which have been organized for a 
number of years, including the Great 
Southern Life of Dallas, Southwestern 
Life of Dallas, Southland Life of Dallas, 
Amicable Eife of “Waco, American Na- 
tional of Galveston, United Fidelity Life 
of Dallas, Texas Life of Waco, Ameri- 
can Life Reinsurance of Dallas, San 
Jacinto Life of Beaumont, Two Re- 
publics Life of El Paso, United Mutual 
Life of Dallas, Texas Mutual Life of 
Dallas and First Texas Prudential. 

There are also quite a few fire insur- 
ance companies under process of or- 
ganization in the state. 


Farmers National Business 


A. -O. Hughes, superintendent of 
agents of the Farmers National Life 
of Chicago, reports July business $900,- 
000, an increase of $200,000 over July of 
last year. This increase is significant, 
due to the fact that the Farmers Na- 
tional writes alinost an exclusively rural 
business. The men are working in the 
agricultural districts and small towns 
The largest points at which it operates 
are Fort Wayne, Ind., and Youngstown 
O. Mr. Hughes believes that there is a 
rebirth of enthusiasm in. theo farming 
communities and that business will be 
much better from now on. 








the increase, especially among business 
men. Volume of business in the agri- 
cultural sections has not shown any 
falling off as compared with last year. 


| Officials and Underwriters Enthusiastic 
About Life Insurance Exhibit at 
Sesqui-Centennial Exposition 


PHILADELPHIA, PA., Aug. 6.— 
Judging from the replies being received 
by John W. Clegg, president National 
Association of Life Underwriters, from 
presidents of the leading life insurance 
companies of America, the plan to have 
a great life insurance exhibit at the 
Sesqui-Centennial Exposition here next 
year is going to be a signal success. 

“IT am meeting with favorable re- 
sponses everywhere to the idea,” said 
President Clegg. “Many of the big life 
companies are ready to help finance this 
far-reaching project for the benefit of 
life insurance. I am more than pleased 
with the quick indorsement of my prop- 
osition. 

Underwriters Are Enthustastic 


“Not only are company officials sanc- 
tioning the plan, but individual life un- 
derwriters in the field are backing the 
undertaking with vigor. Some of the 
leading life insurance salesmen of the 
country are with us on this epoch-mak- 
ing step. 

“Then, too, I expect without a doubt 
that the fall convention of our National 
Association at Kansas City will give 
unqualified indorsement of the exhibit 
idea I shall certainly bring the mat- 
ter before that convention and feel cer- 
tain of its enthusiastic reception. “So 
all in all, you see we are started auspic- 
iously on this plan to boom life insur- 
ance at the greatest international ex- 
position ever held anywhere, right here 
in Philadelphia in 1926.” 


SCHOOL CLOSES WITH DINNER 


Chicago Life Insurance Class Winds Up 
With Festivities at LaSalle Hotel— 
Many Prominent Speakers 


The summer session of the Life In- 
surance School of the University of 
Pittsburgh which was held in Chicago 
came to a close Thursday evening, Aug. 
6, with a banquet at the LaSalle hotel. 
Several prominent speakers were on the 
program. Dr. C. J. Rockwell of the 
University of Pittsburgh spoke, Dr. W. 
T. Root, Jr., professor of practical psy- 
chology of the University of Pittsburgh, 
was also a speaker..Harold S. Cum- 
mings, assistant superintendent of 
agents of the Mifhnésota Mutual, was 
also on the program. 

In addition to all of the students who 
attended the school, all general agents 
whose offices were represented by stu- 
dents attended the banquet. , Final ex- 
aminations were held all day Thursday 
and continued on Friday. The graduat- 
ing class has been organized as a Chi- 
cago chapter of the Alumni Association 
of Approved Life Insurance Schools. 
The officers are: President, C. H. Van 
Kirk, New York Life; 1st vice-president, 
E. R. Moore, Phoenix Mutual; 2nd vice- 
president, Mrs. Eleanor Y. Skillin, Mas- 
sachusetts Mutual; treasurer, 7. H. Stix, 
Mutual Benefit; secretary, Harry W. 
Anderson, Mutual Trust. 

The Alumni Association of Approved 
Life Insurance Schools is a national or- 
ganization of prominence. As soon as a 
class from an approved school is gradu- 
ated. it is immediately organized into a 
local chapter and President G. H. Dog- 
gett of Boston is rapidly perfecting a 
constitution and by-laws for the local 
chapters. It is planned to hold periodic 
meetings in every city to keen the grad- 
uates interested in the educational work. 


Ohio State in Tlinois 


The Ohio State Life has been licensed 
by the Illinois department and_ will 





write life, accident and health. 
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An Outstanding Record 
THE MIDLAND MUTUAL IN ACTION 








There are more than three hundred legal reserve life insur- 
ance companies in the United States. 


One hundred seventeen of these companies are older than the 
Midland. 


Seventy-five had as much business in force on December 


31, 1924. 


Only sixty-two gained as much business during 1924 as did 
the Midland. 


Only the Midland and four other companies paid more divi- 
dends to policyholders than the total of their death claims each 
year since 1920. 


The Midland has never compromised nor contested a death 
claim. 


The Midland has declared during the past two years extra 
dividends to policyholders aggregating more than $100,000 over 
and above the regular dividends paid them. 


With interest earnings considerably higher than the average 
earned by insurance companies, and with a mortality considerably 
lower than the average, our policyholders can confidently look 
forward to a continuation of “Peformances in Excess of 
Promises.” . 


GROWTH 


Admitted Assets 
$171,282.90 
$795,038.71 $10,275,125.00 


$3,311,438.09 $26,433,375.00 
$10,000,000.00 $70,000,000.00 


Insurance in Force 


$278,100.00 


Year 
1906 
1912 


1918 
Now 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


‘‘Its Performances Exceed Its Promises’’ 

















The Child’s 20-Pay Life Optional Endowment Policy 
of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its parents and includes waiver of 
age um in event of death or permanent total disability of the 
ather, oS Se es, j paeats ane 


selling are interested, 
of dies Domes of Ven Children’s Future Come 
True,” and cur attractive prepedition t agente. 


Pn annoy Manager E. L. BLACK, State Manager 


Department P. O. Box 148 


western 
401-2 Mercantile Bank Bldg. 
= Little Rock, Arkansas 
W. H. SAVAGE, Vice-President 
Los Angeles, California 


ALL STAR ISSUE HAS 
LIFE INSURANCE ACES 


Leaders in Production of the Vari- 
ous Life Companies Are 
Featured 


UNIQUE PLAN FOLLOWED 


Paper Convention Is Held by “Insur- 
ance Salesmen” and Big Writers 
Tell Their Story 


The “All Star Convention Issue” of 
the “Insurance Salesman” of Indianap- 
olis is reported in a special issue of that 
paper, expected to be issued this week, 
as having been held in Indianapolis on 
July 27-29. This is the unique “Uncon- 
ventional Convention” of the “Salesman” 
which is so called because of the fact 
that it is reported as an actual event 
while the proceedings, the program of 
which was prepared with much care, 
were possible only by the cooperation 


by mail of those taking part in the 
“meetings.” 

Editor-in-chief E. Jay Wohlgemuth 
opened the sessions as chairman and 
was followed as chairmen of the five fol- 
lowing sessions by President C. W 
Brandon of the Columbus Mutual Life, 
President Clarence L. Ayres of the 
American Life of Detroit, President 
Frank P. Manly of the Indianapolis Life 
Vice-President H. G. Scott of the Re- 
liance Life of Pittsburg and Nathan H. 
Weed, editor-manager of the “Sales- 
man.” The “speeches” reported for this 
convention seem to have been of a very 
high order and some notable contribu- 
tions to talks on sales methods are re- 
ported. 


Entertainment Was Given 


The sessions were sandwiched in be- 
tween some diversions afforded the dele- 
gates such as a visit to the office of the 
Rough Notes Company and an inspec- 
tion’ of the plant of the publishers of the 
“Salesman” as also a visit to the new 
home office building of the /Reserve Loan 
Life where Vice-President Guilford A. 
Deitch was the host at a buffet luncheon 
given to the delegate visitors in his fine 
private offices. President , Frank P. 
Manly, not to be outdone in hospitality, 
invited the convention to meet in session 
at the beautiful home office building of 
the Indianapolis Life, a mansion which 
is one of the show places of Indianapo- 
lis and the former home of the late 
Charles W. Fairbanks, former vice- 
president of the United States. A beef- 
steak dinner at the country home of Mr. 
Manly at the close of this session was 
the wind up of the day’s proceedings ac- 
cording to the report. Delegates to the 
convention were as follows with the 
winning production of each as shown, 
the qualification for membership in the 
convention being leadership of the 
agency force of a company for 1924: 
Acacia Mutual, Eli J. Warshell, 
$547,600. 
Aetna 
$2,000,000. 
American National Assurance, 
ton Litz, $313,000. 
American National, 
vey, $510,667. 
Amicable’ Life, R. C. Peck. 

Atlantic Life, R. L. Dobie, $520,600. 
Bankers Life, Chas. M. Stewart, 
$454,000. 

Bankers National Life, Colorado, E. W. 
Beerman, $433,850. 

Bank Savings, W. R. Whitney, $501,500. 
Berkshire Life, Lowell M. Clucas, 
$700,000. 

B. M. A. wm. | Rex Parker, 


Cajifornia State e, 
$628,850. iw 
Capital Life of America, W. H. Elliott. 
Central Life Assurance, A. E. Lewis, 


Life, Frank A. Berthold, 
A. Wal- 


Texas, P. J. Har- 


$319,000. 


Alex. Kaiser, 











$355,750. 


| Central States Life, Jesse E 
$254,000. | 
Columbus Mutual, 
$242,500. 
Connecticut General, Thomas Ww 
sell, $1,500,000. : 
Conn. Mutual 
| $1,185,000. 
Conservative Life, Elmer H. gq 
$221,000. 
Continental Assurance, EZ he 
$650,000. 7 
Continental Life, William S ¢, 
$368,000. ; 7 
Crescent Life, W. C. Shawlin, 30% 
Equitable Life, New York, J. De 
Freeman, $2,180,756. 
Federal Life, 
$660,000. 
Grange Life, John B. Weaver. $ 
Great Northern, IIl., F. 
$220,000. 
Guaranty Life, A. J. Loyet, $790.00 
Hawkeye Life, H. P. Thorsen, $362, 
Home Life of America, Wm, F. p,, 
$180,000. 
Illinois Life, F. W. Weston, $1.19 
International Life, Lester L, 7, 
$1,290,250. 
Jefferson Stand. 
$800,000. - 
John Hancock, 
$1,000,000. 
Kansas 
$1,076,000. 


Albert g Big 


Life, M. A, gee 


Clarence BR. g& 


306 


A. Schr 


Life, T. S. Praniy 


Paul C.  Sanbe 


City Life, CG. P. 
* . . 


seuenene Ind., W. K. Lambrig 
Lamar Life, Randle Blewette Schiy 
$650,000. 
Liberty Life, Topeka, Kan., J. Ry 
Anspaugh, $455,000. 
Lincoln National 
$1,021,600. 
Massachusetts Mutual, 
$1,000,500. 
Medical Life, W. B. Smalling, $32 
Metropolitan, Charles Levy, $502.2 
Mid-Continent, James Virgil Hooy 
$1,000,000. 
Midland Mutual, 
$400,000. 
Minnesota Mutual, 
$750,000. 
Mutual 
$3,000,000. 
Mutual 
$386,000. 


Life, S. J. Pay 


Caleb R. Smil 


O., Sam B. Garwy 
Sam R. Wee 


Benefit, Samuel W. Sty 


Trust Life, Albert’ Swans 


. > . 
National Equity Life, 
$570,000. 
National Fidelity, 
$200,000. 
National Guardian Life, George J. & 
nett, $217,540. 
National, U. S. A., Alfred MacArthw 
$1,125,000. 
National Life of Vt., 
$751,500. 
New England 
Schmidt, $1,200,000. 
New York Life, 
$1,819,000. 
Northern Life of Seattle, H. L. Quigie 
Northwestern Union, Jensen & Go 
man. 
Occidental Life, Charles E, Cleeton 
Ohio National, Walter C. Temp 
$546,410. 
Ohio State, Leopold Szego, $225,000 
Omaha Life, A. L. Blampied, $394, 
* . . 


Harry Hy 


Emary H. Gusti 


Edgar J. Tylé 
Mutual, H. Arth 


Wm. Edgar Ree 


Pacific Danford M. Baker, Jt 
$3,000,000 
Peoples Life, IIL, 
Peoples Life, Ind., 
$421,000. 

Phoenix Mutual, 
$1,150,000. 
Pilot 
$205,000. 

Provident Life & Accident, W. 
$410,000. 

Provident Mutual, 
$1,130,000. 
Public Savings, W. L. Stewart, $450! 
Register Life, James F. Lardner, rt 
$291,592. 
Reliance 
$5,369,000. 
Reserve 
$140,000. 
Royal Union, Grover C. Riffiie, $314 
Scranton Life, Samuel Weiss, $871!" 
Security Life, William Hordes. 
Security Mutual, L. Pa Rupert. " 
Southern States, G. Folsom, $556.5" 
Southland Life, A. “e. “Tex” Bayles 
$1,353,418. 
Union Life, Claude H. Kyle, $216,500. 
United Fidelity, J. V. Owen, $300" 
United Life & Accident, Joseph Rut! 


Mutual, 


Oto L. Mertz, $275,! 
Hugh S. Jeftres 


Lewis Sheldon Welt! 


Life, Thomas David Davi 


C. Stack 


Richard S. Dew 


Life, E. J. Schellenbargé 


Loan Life, E. S. Larris® 


, Charles V. Jewell. — 
Universal Life, Thos. J Slow! 
$332,000. 

Western National, 
$556,000. . 
Western Protective, Arthur J. Brunne 
$100,000. 


John M. Fairfelé 


74,00 





Wisconsin Life, C. O. Thomas, $1! 
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‘* Achievement’”’ 


“Achievement has come to be the only patent of 
nobility in the modern world.” 


Woodrow Wilson. 


You are ambitious—you want to succeed— 
achieve something worth while and enjoy the 
good things of life. In serving others through 
life insurance service you can consummate 
your ambitions. Service is after all the great- 
est job in all the world for when truly serv- 
ing you are achieving the really worth while. 


Since 1907 The Central Life has been serving. 
Today over 50 millions of life insurance in 
force is its achievement. Tomorrow that 
mark will be passed and that again will fade 
before new records. To you—our agents and 
to ourselves such advancement means suc- 
cess. Success to the Central Life means suc- 
cess to its agents. The policy of this com- 
pany has always been and always will be to 
give to the workers —the doers — the rewards 
of their industry. 


If you are contemplating a life insurance con- 
nection and believe that an old line company 
with progressive ideals is the type of organ- 
ization in which one can accomplish the goal 
the Central Life of Illinois offers THE oppor- 
tunity for you. B 


=. HOME OF FICE BUI DING 
= 720 N. MICHI 


GAN BLVD 
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COMPANY OF ILLINOIS 
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Four New Policies Are 
Shown in Our Rate 
Book Just Published 


pp cactically every financial 
need dependent upon the 
continuance of human life can 
now be covered with North- 

cr at western National Life policies. 
|" 4 They provide the protection 
aes Lu *ats “best suited to the requirements 
~, &  F of the prospect. 


QM 


KX 
Ss 


& VP, 
<2, 
WS 


b/hONG 
& 


0, Si 
1a, 


























The Northwestern National 
Life is a legal reserve, mutual 
company with an established 
record of continuous progress. 


Attractive direct agency con- 
tracts are available in South- 
ern Indiana, Southern Illinois, 
Central Missouri, Kansas, 
Arkansas, Utah, Pennsylvania, 
Eastern Tennessee, -[couisiana, 
and Virginia for .high .grade. 
producers. " 
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NORTHWESTERN NATIONAL . 
LIFE INSURANCE COMPANY 


MINNEAPOLIS, MINN. 
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Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 


1865—SIXTY YEARS OLD—1925 


PROVIDENT Agents in their ap- 
proach have the advantage of the 
national advertising of the Company 
which is striking and original, and also 
of a Direct Mail Campaign. 








BROKERAGE QUESTION 
ISSUE IN RICHMOND 


Possibility That It May Become 
Storm Center in Life Insurance 
Business Suggested 


MANY ANGLES INVOLVED 


Necessity for Brokerage Connections 
Pointed Out, Together With Some 
Resulting Evils 


RICHMOND, VA., Aug. 6.—Will 
brokerage contracts ever become a 
storm center in the life insurance busi- 
ness, as they have in some sections of 
the country in the fire insurance busi- 
ness? Students of the business are be- 
ginning to wonder. Just at the present 
time brokerage is a favorite topic of 
conversation here when two or three 
life insurance men meet in the street, or 
at lunch. 

Within the last year, the Aetna Life 
opened a general agency in Richmond, 
in charge of Dunlop & Myers. The of- 
fice has done a considerable volume of 
brokerage, striving always to keep such 
counter business within legitimate lim- 
its, though Mr. Dunlop admitted re- 
cently that it was possible for his or any 
other office to transgress the bounds, 
quite inadvertently, or unintentionally. 


Need for Brokerage Contracts 


Nor is brokerage business in Rich- 
mond confined to the Aetna agency. All 
except about half a dozen companies 
maintaining offices in the city accept 
brokerage from agents of other com- 
panies, though some of the offices do 
not make an active effort to attract this 
class of business. 

It is pointed out that there is a need 
for brokerage contracts. For example, 
two of the largest companies, the North- 
western Mutual and the Mutual Benefit, 
do not grant disability-annuity benefits. 
Disability is popular, and if a prospect 
demands this coverage, there is nothing 
for the agent of one of these companies 
to do but to offer the application to a 
company that will issue a policy includ- 
ing disability. ° 

here is no uniformity among the 
companies in the handling of sub-stand- 
ard business. This also gives rise to a 
further need for facilities outside of the 
agent's own office. 


Question of Commissions 


One group of agents in Richmond 
professes to believe that many of the 
evils of brokering business would be 
cured if only first year’s commissions 
were paid on this class; however, as. 
some of the general agents are willing 
to pay renewals also, all of the officés 
are practically forced to do so, except 
some of them stipulate that the renewals 
will only be earned upon a minimum 
volume. Again, there is a lack of uni- 
formity. No two offices seem agreed as 
to what the minimum should be. 

Those who are opposed to brokerage 
claim that the system makes it too easy 
for the unscrupulous agent. An agent 
owing his general agent, and who is on 
a “drawing account” with the proviso 
that all commissions are to be credited 
against this account, will occasionally 
strike a cash prospect for a good-sized 
police: Without his general. agent’s 
nowledge, he will offer the application 
to another company. It is approved; the 
policy is issued; the agent keeps his 


commission, and his own general agent 
suffers. 

Again, the agent will take his business 
to a company other than his own, if it 


is of doubtful hue. The company ac- 
cepting the brokerage issues the policy. 


—= 


it, and the policy is used as as 
to make the second company ta, < 
able action. Influenced by the firs, 
pany, the second company make.” 
cession occasionally, and the tee 
is then returned for cancellation " 
Some of the life men think 
brokerage is to be used to a eal 
that all brokerage contracts that 
between general agents, and mm 
subagent should first submit hj. , 
cation to his own general agent 4 
will undertake to place it with w 
company. This naturally wilj ». 
the abuses described above. By, 
sub-agent resigns, then what? }: 
the forfeiture provision of his con 
he loses renewals which he might 
earned under a direct brokerag 
tract with another general agen; , 


General Agents Organizes 


In so far as Richmond is cone 
the council of general agents and my 
agers, which is purely an informal 
ganization, without officers and wig, 
stipulated time of meeting, SEEMS & 
petent to handle the situation. They 
friendly feeling prevails among the 
eral agents and managers, and one of 
is not likely to do anything deliberay 
which will injure another. Howe 
some of the sub-agents resent the 
of the general agents and Managers 
ing organized: ; 

J. D. Lecky, a sub-agent of the li 
Insurance Company of Virginia, refer 
to the conference, when a group of g 
agents holding membership in the Ri 
mond Life Underwriters Associati 
met last week for another purpose. ¥ 
Lecky did not directly comment on} 
kerage business, but he did say in 
uncertain terms that if the gene 
agents and managers were organized j 
was time for the sub-agents to get 
gether. R. B. Augustine, president ; 
the Richmond association and a w 
agent of the Mutual Life, took excepti 
to Mr. Lecky’s view, however. He sw 
no danger in the general agents’ row 
table, as it is called, but only good. 
Augustine thinks that such a conferem 
is not only necessary but that it will; 
far towards solving some of the pra 
lems of the business. 













































Stages Drive to Insure 
Wives of Policyholde 


66 IVES Insurance Is Wise In 

surance” is the slogan originated 
by Jack Berlet as the motive force b 
hind the August drive for business 
the Philadelphia agency of the Guardian 
Life. 

The company just closed its club yea 
and General Agent Berlet believes his 
unique campaign will stimulate whl 
might be an otherwise quiet month int 
a real start for his agents for Leades 
Club qualifications for the new fscdl 
year. / 

Some of his “go-getter” epigrams in? 
special bulletin issued to his associates 
are: 

To be successful in selling wives & 
surance you must naturally first have: 
policy on your own wife. 

Many a good man did not have th 
money to meet even the expense 0! # 
ordinary burial when the wife passed 
You owe it to your policyholders af 
friends to save them from a similar & 
lemma. Sell wives insurance. 3 

Frequently after the death of a wit 
added expense falls on the husbané ® 
the form of having to engage someott 
to look after the children. Sell wives ™ 
surance. J 

The average personal bank balance § 
less than $100. The average funeral 
last illness expense is $1,000. Sell th 
wife the idea of protecting the husba 
against the expense of her going. 
that which ‘creates the expense pay 
bill. : 

A policy on the wife of a policyholde 
ties the client still closer to the age™ 
Client becomes Clients. " 

Sell other men’s wives as well as P®* 
icyholders’ wives. 

Lest wou forget—“Wives Insurance 




















The agent tells his general agent about 


Is Wise Insurance.” 
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MEN WHO WILL HAVE PROMINENT PART 
IN LIFE UNDERWRITERS CONVENTION 
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> a large on ARL G. MERCER, recently elected | cashier’s position offers wonder ul op- 
Facts “president of the Life Underwrit- | portunities to learn the “heart” of the 
» and thy ers Association of Kansas City, | business from all angles and to get into 
ibmit his ; several characteristics that make | the producing end with the advantage of 
ral agent < selection particularly happy for the | this knowledge. Incidentally, the suc- 
It with an vriod including the national conven- | cessor of Mr. Myers as cashier of the 
ly will » ‘of of life underwriters. His outstand- Mapes & Myer agency has already dem- 
ve. Bur i ng characteristic as a life insurance onstrated his producing ability, turning 
what? [iy an is reflected in his answer to a/in 18 applications for $43,500 in one 
of his cons muestion as to his official title in the | week, a special week in the agency bear- 
he Might branch office of the Royal Union | ing his name, one of a series of agents 
rOkerage 4 utual at Kansas City, of which A. P. | weeks. 
al agent Osborn is manager: ‘ rie % ‘ 
reanineg “| do several things, and have no HEN advancing years made it 
. special title for them.” necessary for the late George H. 
| is cone As a matter of fact, he has been | Olmsted of Cleveland to resign as na- 
ents and aM cashier of this office, under Mr. Osborn, | tional executive committeeman from the 
N informal for nine years, going to that position Cleveland association, a worthy suc- 
'S and wig irom a similar one in the Wichita office | cessor arose in Edwin B. Hamlin. He 
B, Seems ¢ of the same company. But “cashier- | had long been interested in life associa- 
Ion. The» ing” is only a small part of his duties— | tion work, having served as president 





NON the ell or his occupations, perhaps it should be 
and one of put, since he has taken on additional 
1S deliberauil tasks as the opportunity has opened and 
r. How has been given him by the manager. 
sent the jg 

“ M Parts” 
Manager; Has “Played any Pa 


His versatility and willingness in the 
branch office have been counterparted 
in his services in the life association, in 
which he has been second and first vice- 


it of the Lj 
zinta, refer 
Rroup of » 











of the Cleveland association, and is now 
senior member of its board of directors. 

For four years Mr. Hamlin has been 
president of the Ohio Association of Life 
Underwriters, which has become one of 
the strongest state organizations of life 
insurance men in the country and has 
long been one of the hardest workers in 
the national organization, although never 
seeking the limelight. 

















to die tomorrow. 







er wee | : - ? . ; 
ND and neither will our family or friends permit us to die. 
Ne Every effort, scientific and unscientific, is made to keep 
S24, breath in the body. 










Raw 
be This is not an essay on life and death. It is simply 
(hy. a method of emphasizing the thought that we do not 
Wy insure to die, nor do we expect, when we insure, that 
joe we will have to die to win. We insure to secure con- 
-. tentment, which is the very reason why we do not have 
x § to die to win. We are winning this contentment just 
yh so long as we live and pay the premium necessary to 
x “N secure it. 
led There is more urge to live WITH life insurance than 
oy without it, simply because it gives us this sense of 
aN contentment and security. We live more happily and 
ur better, and consequently we shall live longer. Life insur- 
re) ance does not make us careless or indifferent to life. 
Ww 

\) 








A STRONG COM- 
Rey PANY Over Sixty 


Vay  B ‘him 

XR) Years in B usine ss. 
oy | Liberal as to Contract, 
Yi Safe and Secure in 
4 Every Way. 


Insurance for Contentment 


We do not take out life insurance because we expect 
In fact, we don’t expect to die at all. 
We may sometimes wish we were dead, or think perhaps 
the world and ourselves would be just as well off if we 
But when it comes to the pinch, we will not die, 


On the contrary it makes us more careful. Hence life 


EN insurance is a good thing whichever way you look at it, 
Oy and NEVER do we have to die to win. We win from 
y. the very minute we take the insurance, 




















































































































































by D: . : shi . 
awe. i president, chairman of membership and onlin teins, at tee 
ASSOCiatig entertainment committees, secretary- : Cok ; 
Purpose, NN treasurer, and serving very cheerfully As a trustee of the National Associa- 
ment on } and often wherever work was to be | tion and chairman of the committee on 
id say in done. He’s one of these calm, efficient, | standardization of dues, Mr. Hamlin has 
the Rene smiling fellows, never hurried, always | been working to get the local associa- 
organized j exact, and a result-getter. He has a | tions throughout the country to increase 
Is to get 4 positive genius for securing co-opera- | their dues to a point where they can 
President @™ tion. He uses those talents also in | make themselves felt in the community. | 
and a Masonic organizations and in the Bible | He believes that unless the associations 
ok exceptiy Class of the Linwood Boulevard Presby- | are well financed locally they do not 
er. He ae terian Church, of which Dr. Harry C.| make a good impression among the 
yents’ roup Rogers is pastor, this class being one | other business organizations of the city 
y good. Ma of the largest in the city, in which he | and what we need is that the public 
a confereng is chairman of the membership com- | realize the value of the work being done 
at it will g mittee. | by these associations. 
f the pro Cashiers Preve Geed Executives | Mr. Hamlin is a member of the firm 
ae |of Olmsted Bros. & Co., with which he 
Two coincidences have been com-|has been identified for nearly 30 years. 
mented on with respect to the present | This is the largest agency of the Na- 
Te and past presidents of the Kansas City | tional Life of Vermont, being state 
association. Both are named Earl— | agents for Ohio and Indiana. He was | 
yholde Alvin Earl Myers, former, and Earl R. recently elected a director of the Na-| 
bd Mercer, present president. The second | tional Life, to fill the vacancy caused | 
Wise Inf coincidence is really significant. Mr.|by the death of Mr. Olmsted, senior | 
| originate Mercer is the third president of the un-| member of the firm with which he is 
e force b derwriters’ association in four years who | connected. 
yusiness by is cashier of the agency with which he| Mr, Hamlin is a member of the Union | 
e Guardian 1s connected. C. R. Mathews, president | Club, Hermit Club and the Mayfield 
four years ago, had come up through | Country Club in Cleveland. He is a | 
| club year the cashier's office, developing into a| York Rite Mason and Shriner. He is | 
elieves his substantial producer while handling the | fond of fishing and spends part of his | 
late whal details ot his office position with J. P. | vacation each summer at St. Alexis-des- | 
nonth inte & E. M. Sommerville, general agents of | Monts, OQue., where he is a member of 
Vr Leaders Penn Mutual, and proving to be a splen- | the St. Bernard Fish & Game Club. 
new fiscal = worker in the association. A. E. inn 
Myers, having been a bank clerk, be- : 
rams ina came cashier of the Phoenix Mutual Becomes Superintendent 
associates agency, under Ira B. Mapes, general| Fred. H. Rhodes, president of the | 
agent. He also developed into a pro-| Berkshire Life. announces the appoint- | 
wives in- ducer, office manager and finally partner | ment of J. S. Winings as superintendent | 
st have 2 in the business. And now Mr. Mercer. of agencies. Mr. Winings has served 
The general agents, as well as these the companv several years as general 
have the cashiers themselves, declare that the ! agent at Indianapolis. 
nse of al 
assed 00. 
s and ’ 
ad “— | LIFE COMPANIES’ SEMI-ANNUAL STATEMENTS | 
| 
leuk (As Filed With the Governor of Georgia) 
: 1} 
sband =— ———————— ——————— ——'I | 
sommes Six Months | 
Wives It Assets Surplus Income Disb’ments 
; American Bankers, Tll......... $ 3,851,559 $ 473,347 $ 1,325,487 $ 1,278,986 | 
alance 8 pmerican ee re 12,104,930 496,318 2,004,862 1,508,022 | 
> Bankers Reserve, Neb........- 15,856,171 1,664,806 2,129,074 1,533,637 
he Eeservative Lae, We CEhicccecs 3,642,047 575,822 639,061 411,210 
Sell the ge Ay ieee 750,930,236  *87,638,760 103,910,491 77,035,351 
husbant Pe ity Adfe. O...cesececcess 1,002,764 247,737 241,988 163,272 
; Le quecral a I he ate Sid lis 8,428,083 423,202 2,522,063 1,748,232 | 
8. muarantee Fund Life, Neb...... 8,902,379 7,014,519 1,680,109 1,027,586 
ee, OO Oe cco mke 43,915,472 5,798,527 6,332,521 3,954,202 
Manhattan fe eee 18,951,471 *1,229,861 1,558,909 1,816,127 
assachusetts Mutual ......... 217,896,226 12,662,897 29,757,997 17,259,302 | 
Morris Sen Te Wank. eas «is 954 Se 428,433 338,985 206,132 129,486 | 
vutual OM EB oweccdadees 402,839,403 +24,500,000 45,541,711 30,214,414 
New England Mutual........... 160,904,678 14,178,082 19,196,738 12,297,113 | 
Pan American Life............. 15,501,474 2°042.593 2'378.867 1,592,485 | 
ee CAG ee ec onees 1,604,618 350,209 266,436 158,260 | 
sion Central Life............. 213,875,130 14,443,927 27,205,783 18,857,800 | 
Volunteer RG bos dduwne 10,413,522 1,400,000 1,385,815 870,074 


*Includes dividend funds. 








+Estimated contingency reserves. 





Attractive Agency Openings in Thirty-Five States 


To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 





HOMER BUILDING 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $185,000,000— 
Assets over $14,000,000. 
ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 



























WASHINGTON, D.C. 
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Founded: 1867 OF IOWA 





Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 


UITABLE LIFE 


INSURANCE COMPANY 











Home Office: Des Moines 
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Your Best Friend 


There’s truth in the saying that the best friend in 
the world is money in your pocket. 


Here’s an opportunity to put money in your pocket 
by.contracting with an “old-line,’ Eastern mutual 
life insurance company as their STATE AGENT 


NORTH DAKOTA 


where they are not at present represented. 





Liberal remuneration will provide a satisfactory 
income from the start for the man who can qualify. 
Every possible help will be given him to develop 
a large agency organization. 


Write in confidence to “DECKER,” care of 0-93, 
THE NATIONAL UNDERWRITER, outlining 


your full business history. 








Eureka-Maryland Assurance Co. 
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WITH MILLION 


ONLY THREE LAPSES IN FOUR YEARS 


OF BUSINESS IN FOR¢E 








INIS E. STOCKTON, cashier of 
F the Peoples Bank of Ozark, Ark., 

a town of 1,200 people in Franklin 
of Rogers, Ark., in his section. His pri- 
mary business is a banker. He, how- 
ever, has given considerable attention 
| and thought to life insurance and has 
| about $1,000,000 in force in the Union 
Life in his community. During his first 
| year with the company he wrote $100,- 
| 000, second year, $240,000, third year, 
| $265,000, and the fourth year, $500,000. 
During this time he has had three lapses 
| of $1,000 each and one death claim of 
| $10,000. 
| Mr. Stockton is a thorough believer 
| in life insurance. He carries $50,000 
| himself. His policies average 
|} even including his own. In fact most 
| of his policies that he sells are small. 
| Mr. Stockton has never failed to deliver 
| a policy where he has taken an applica- 
tion. 





Does Not Oversell People 


He was asked why he had had such 
a remarkable record of persistency. He 
said that he studies the case of a man 
who takes $1,000 just as much as any 
other and does not oversell him. He 
wants a man to carry all the insurance 
that he can comfortably without causing 
a strain. There are no wealthy men in 
| his community. The people are in com- 
| fortable circumstances as a rule, but 
| have just moderate incomes. Mr. Stock- 
| ton makes a salesman out of every pol- 
| icyholder. He aims to create confidence 
in the minds of those who buy his in- 
surance. He wants to see every man 
personally that he sells, because he 
knows then exactly what he tells a man 
and 
the future. Therefore, Mr. Stockton 
does not call on his company for assist- 
ance of a field man who sells the busi- 
ness. He has no helpers or sub agents. 
Most of the people that he secures are 
farmers. Everyone that insures with 
Mr. Stockton has confidence in his 





county, is also agent of the Union Life | 


$1,700, | 


does not have any comeback in! 


he gives is the very best. He is ,.» 
ing up a satisfied clientele of policyhg 
ers. Recently in a contest he hal 
satisfaction of seeing a number “ye 
ple throughout the countryside rack 
cally solicit business for him. * 































Influence of a Death Claim 


Mr. Stockton tell of his one dus 
claim. A friend of his had gone ; . 
in debt to buy more land during th 
boom years. He had mortgaged | 
|farm in order to get the extra } 
Mr. Stockton sold him $10,000 |ij ». 
surance. The man died. This $10.0 
was used to reduce the mortgage » 
$2,000. If this farmer had not hat 
$10,000 life insurance the Mortgag 
would have been foreclosed and kk 
family would have had nothing Jy 
$10,000, Mr. Stockton says, was a ti 
saver for that family. It meant ther 
financial salvation. It kept the home 
for them and they can work out te 
balance of the debt easily. Many ¢ 
the people about Ozark knew about ths 
case. It was a striking example ¢ 
how life insurance helped. On accoyy 
of it, Mr. Stockton wrote much add. 
tional insurance. He is a high typ 
of a life insurance man, is proud of his 
life insurance record and is held in th 
highest esteem by his company. 


Proclaims His Business 


Mr. Stockton built a very beautijy 
home about a mile out of Ozark on the 
main highway between Fort Smith ani 
Little Rock. The house sets about 19 
yards back from the road with a drive 
way leading from the road to the e- 
trance to the house. At the side of the 
entrance gate there is a large sign mate 
like a wind-mill which turns and blows 
with the wind, painted all the colors oi 
the rainbow. Written all over it is in- 
formation about the Union Life Insur- 
ance Company and the fact that Finis 
Stockton agent. He proclaims the 
company asset of the “Wonder 
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UNITED STATES, LIFE COMPANIES’ BPs tr 
GROWTH AND WASTE IN CANADA | ei," 
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judgment and knows that the advice 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


J.C. MAGINNIS, President J.N. WARFIELD, Jr., Secretar 
J. BARRY MAHOOL, Vice-P resident Dr. JH. IGLEHART, Medical 


AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 
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OME interesting figures have been compiled by the Dominion insurance de- 
partment covering the operations of United States life insurance companies 
in Canada from 1913 to 1924 inclusive, showing the growth of the business 
and the waste in lapses and surrenders. The figures, which apply only to ordinary 


. - Four \ 
business, are as follows: 








ach $1,000 of 


~ Surrenders, 


-ercent of Gain 


o New Issues. 


New Business 
Lapsed 
Surrendered 
Insurance. 

Paid for 
Surrenders. 
Percent of Lapses 
and Surrenders to 
yain in Insurance 
in Force. 


E 


a $60,536,805 
Equitable .. 32,856,056 
Metropltn. .424,992,349 
Mutual,N.Y. 70,867,130 
N. Y. Life. .169,786,300 
Prudential .177,267,315 
State Life.. 1,326,898 
Travelers ..100,937,169 
Union Mut.. 8,473,100 
U. S. Life... 683,000 


«Amount Paid on 


by bono 
Ww 


$7,773,023 

7,235,150 
34,807,794 
16,063,980 
19,641,766 
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Reliance Life Records 


One agent of the Reliance Life has 
paid for over $1,500,000 the first 29 
weeks of this year, two others have paid 
for over $500,000, seven others between 
$200,000 and $300,000, and 92 have paid 
for between $100,000 and $200,000. 


Connecticut Mutual Makes Record 


The total amount of new business is- 
sued by the Connecticut Mutual Life in | 
the first seven months of the present | 
year exceeds by practically 25 percent | 
the amount issued in the similar period | 
in 1924. On July 31 the total amount of | 
issued business for the year amounted | 
to $75,977,207 as compared with $60,- 
787,562 in 1924 or a gain for the first 
seven months of $15,189,645. 


Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. a. BIGGER FRED D. STRUDELL 


ident Vice-President 


MORTON BIGGER 
Secre 


Interested in New Company 














A better record for new business was 
made in July in which the company is- 
sued $11,073,797 as compared with $5,- | 
810,502 in July, 1924, or an increase of | 
practically 91 percent. 








It is rumored that Charles F. Nesbit. 


/a former insurance commissioner of the 


the 
in 


District of Columbia, is interested in 
Union Labor Life, now forming 


| Washington. 





















and hy 





thing, 7, 








Jn accoun: 


nuch adg. 


high type 


oud of his 
1eld in the 
ny. 


beautify 
ark On the 
Smith and 
about 13 
h a drive 
O the en- 
ide of the 
sign made 
ind blows 
colors of 
r it is in- 
ife Insur- 
hat Finis 
aims the 
“W onder 








ince de- 
mpanies 
yusiness 
rdinary 


to New Issues. 


mr 
pew Percent of Gain 
> 
































LIFE INSURANCE EDITION 









st z. 1925 








gu 








in Full in the Policy 





. About Policies, Riders and Rates, Which Are Given 
Brief Review of Me Seg em ae Section of The A & H Bulletins, Published | 
| 


| 
CHANGES IN DISABILITY POLICIES | 
} 


Monthly by The National Underwriter Company. 





MARYLAND CASUALTY 


and Casualty has issued a 
policy known as the “Income Disa- 
“ Policy,” Form ID, A. & H. 4024. 
¥y ccident coverage of this policy is 
« Lace as that in the “Income Acci- 
. “Policy” reviewed a short time ago. 
7 wvides full weekly indemnity so 
ar rsured suffers total disability | 
“30 days for total or partial 
develop. It also — » 

iate disability clause calling for 
—] of three-fourths of the peacwr m4 
ndemnity for not exceeding 26 weeks. 
he policy covers surgical operations, 
urgeon's fees, hospital indem it? 
urse’s fees and identification. The ‘ill- 
ess coverage is in effect 15 days after 
ne date of the policy and does not re- 
ire house confinement. For total dis- 
bility defined as inability to perform 
ny and every kind of duty pertaining 
i his occupation, it pays full weekly 
indemnity for not exceeding one year. 
permanent disability in- 
lent to 100 weeks indem- 
‘ity, The annual premium for $5 weekly 
ndemnity ages 18 to 50, in the select 
nd preferred classification 1s $12. 

7 cs * 
UNITED STATES CASUALTY 


The “Deductible Health Policy, 
Form DH, has been issued recently by 
he United States Casualty. This policy 
;. sold with one, two, three or tour 
weeks exclusion period but only concur- 
rently with an accident policy in the 
came company providing at least an 
equal amount of single weekly indem- 
nity. The policy is in force from date 
of issue and does not require house con- 
fnement. There is a specific indemnity 
provision for loss of limbs or sight. Full 
weekly indemnity is payable for total 
disability over a period of one year. The 
oolicy includes surgical operations and 
hospital indemnity provisions, the latter 
paying full weekly indemnity additional 
jor period of confinement not exceeding 
15 consecutive weeks provided no claim 
is made for surgical operations. This 
policy is non pro-rating and contains 
no travel restrictions. The rate for $1,- 
300 principal sum and $5 weekly indem- 
nity are as follows: 


The Mary! 


bng as it 
d allows 
isability to 


There is also a 
Hemnity equiva 








Sel.Pref.& Ex.Pref. Ord 
Exclusion Ages Ages Ages Ages 
Period 18-49 50-59 18-49 50-59 
One week... $6.25 $8.25 $6.75 $10.75 
Two weeks. 5.25 7.25 5.75 9.75 
Three weeks 4.75 6.75 5.25 9.25 
Four weeks. 4.25 6.25 4.75 8.75 
> & 8 


TRAVELERS 
The Travelers is issuing a new policy 
which is a combination of its “Maximum 
Policy,” Form MD, and its “Special 
\utomobile Supplement.” The coverage 
is the same as in the Maximum Form 


MD with the addition that $10,000 is | 


payable for loss of life if sustained while 
the insured is riding in, operating or 
working directly upon an automobile 
maintained exclusively for personal and 
family use. 


and preferred classes. 

A new “Special Automobile Supple- 
ment,” Form MAX, for use with Trav- 
elers Forms MA, MB, MF and MBD, 
provides additional death indemnity if 
death is caused while riding, operating 
or working upon a private automobile 
or while riding as a passenger in any 
public automobile. The rate for this cov- 
erage is $1.50 annually for each $1,000. 

* * * 
FIDELITY & CASUALTY 


The “50th Anniversary Life Indem- 
nity Accident Policy” just issued by the 
Fidelity & Casualty follows closely the 
Snecial Life Indemnity Accident Pol- 
ty.” Form 2202 F, which has been 
issued by this company for some time. 
The hospital indemnity in the “Anniver- 
sary Policy” instead of paying one-half 


| weekly indemnity additional for not ex- 


For $25 weekly indemnity | 
the annual premium is $40 in the select | 


ceeding ten weeks, provides this cover- 
age for 20 weeks either separately or 
combined with nurse’s fees. The “Spe- 
cial Life Indemnity Accident Policy” 
had no nurse’s fees provision. The an- 
nual premium in the select class on this | 
policy for $1,500 principal sum and $5 | 
weekly indemnity is $5. 
The “50th Anniversary Special Life | 
Indemnity Accident Policy” is exactly | 
like the “50th Anniversary Policy” ex- | 
| 


cept that it provides double benefits if | 
the injury is sustained “while in or on 
a private conveyance (excluding bicy- 
cles, motorcycles and saddle horses).” 
The rate on the special policy is $7 in 
the select class for $1,500 principal sum | 
and $5 weekly indemnity. The effect of | 
the special policy is to pay double in- | 
demnities if the accident occurs while | 
| the policyholder is riding in or driving | 
a privately operated automoble. 
~ eS * 
EMPLOYERS LIABILITY 


New policies issued by the Employers | 
Liability include the “Superior Disabil- 
ity Policy,” Form D, and the “Income 
Accident Policy,” Form E I. The prin- 
cipal sum benefits of the “Superior Dis- 
ability” are payable if the loss occurs at | 
any time during total disability or 
within 180 days irrespective of total dis- 
ability. The policy provides full weekly 
indemnity for period of total disability 
and one-hali weekly indemnity for not 
exceeding 200 consecutive weeks. All 
usual accident indemnity provisions are 
included. Hospital indemnity and | 
nurse’s fees are payable covering amount | 
expended for such services not exceed- 
ing the weekly indemnity for not more 
than 12 consecutive weeks. The illness | 
coverage is effective from date of policy | 
and house confinement is not required. | 
A 14 days’ exclusion period on the ill- 
ness coverage applies to weekly indem- | 
nity, hospital indemnity and nurse’s fees. 
Total disability for illness pays weekly 
indemnity for not exceeding one year | 
and the permanent disability provision 
pays for 100 consecutive weeks. The | 
annual premium on this policy for ages 
18 to 50 on the select and preferred | 
classes is $10 for $1,500 principal sum 
and $5 weekly indemnity. The policy | 
may be renewed to age 60 at an in- | 
creased rate. 

The “Income Accident Policy” pays 
full weekly indemnity for total disability 
during period of such disability and one- 
half weekly indemnity for partial dis- 
ability for not more than one year. The | 
policy contains all of the regular indem- 
nity provisions except surgeon’s fees. | 
Hospital indemnity and nurse’s fees in- | 
demnify to the amount expended for 
these services not exceeding one-half 
weekly indemnity for not more than 20 

| consecutive weeks. For $25 weekly in- | 
demnity the annual premium in the se- | 
| lect class is $15. 

| A third new policy issued by the | 
| Employers Liability is the “Super Ten | 
| Accident Policy” carrying $10,000 prin- | 
cipal sum and $25 weekly indemnity, | 
sold only to the select and preferred | 
classes for an annual premium of $28.33. | 
i 
| 


| The coverage follows closely that of the 
| “Standard Accident Policy” of the Em- 
ployers Liability. 
* * * 
MASSACHUSETTS BONDING 


The Massachusetts Bonding has is- 
sued two new monthly premium policies, 
the “New Victory Accident Policy” and 
the “New Victory Disability Policy.” It | 
has also changed its “Defender Disabil- 
ity” and “Defender Accident Policy” 
forms. 

The “New Victory Accident Policy” | 
pays full monthly indemnities for total | 
disability for not exceeding five years | 
and one-half monthly indemnity for par- | 
tial disability for not exceeding six | 

| 


| 


months. All the usual policy provisions 
(CONTINUED ON NEXT PAGE) 








PAN-AMERICAN LIFE 
INSURANCE CO. 


NEW ORLEANS, U.S. A. 


CRAWFORD H. ELLIS 
President 


E. G. SIMMONS 
Vice-President and General Mgr. 


Financial Statement, June 30, 1925 


ASSETS 
PE ED a:5'0.0 il vue emcee wats habs Veen 
First Mortgage Loans on Real Estate 


Bonds 


241,412.88 
7,473,333.86 
3,787 898.66 


eee eee eee ee eee eee er eee eeerene 


ee SS Pe ee 8 ae ee 800.00 
Policy Loans and Liens.............. 2,082,916.36 
Prenh GROUND waswa esis. HG OssisS. 330,334.42 
Cash in Office and Banks.............. 402,749.15 
ee a 293,721.11 


Net Uncollected and Deferred Premiums 
Due from other Companies for Death 


495,764.70 





Claims on Reinsured Policies...... 20,476.75 
Miscellaneous Assets ................ 107,191.98 
Net Admitted Assets............. $ 15,236,599.87 


Legal Reserve $ 12,981,460.28 


Death Claims Reported; Proofs Not 
Received . 


“ete ee eee eeeneereeereneneeee 


137,175.77 


“ee eeeweeeteeeeeeeneeneerne 


Fk Ue 59,466.29 
Bills, Accounts, Medical and Inspection 

Fees Due and Accrued............ 13,027.62 
EE SOE Sac ccnenssoes ngucas 103.90 
Premiums Paid in Advance........... 6,612.03 
Interest Paid in Advance............. 56,235.94 
Reinsurance Companies’ Reserve Acct. 66,895.32 
Miscellaneous Liabilities ............. 107,793.11 


Surplus Apportioned for Contingencies 30,110.43 


Surplus for Protection of Policyholders 


Over All Liabilities 1,777,719.18 





$ 15,236,599.87 


Full Paid Capital 1,000,000.00 
Insurance Outstanding (Paid for Basis) 134,224,490.00 
Total Admitted Assets 15,236,599.87 


Ph.6.64 6.66 £.6442468.566066 6 


oot eer eee eeeeees 


RP Fe 12,981,460.28 
Assets in Excess of Liabilities for 
Protection of Policyholders........ 1,777,719.18 
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—And He Did 


When this cartoon appeared 10 millions 
were still needed. 


Barely 10 working days remained. 
A Million a Day! 


—and everybody getting ready to leave 
for the Convention at Estes Park, 
June 27. 


It seemed impossible! 


But the Home Office, familiar with the 
spirit that prevails in the Union Central 
Agency Force, was confident. 


“If our Agents resolve to complete 100 
millions in six months they’ll do so,’’ 


declared Vice-President George L. Wil- 


liams. 
—And they did! 


This establishes a new record of achieve- 
ment and represented an increase of 


26% over 1924. 


The Union Central 


Life Insurance Company 
CINCINNATI, OHIO 


HUGE SUMS PAID OUT 


PRUDENTIAL DISBURSEMENTS 


Show Increase for Half Year Though 
Percentage of Premiums for Death 
Claims Was Lower 


NEWARK, N. J., Aug. 5—‘“In the 
first six months,” says John K. Gore, 
vice-president and actuary of the Pru- 
dential, “gross disbursements of the com- 
pany among policyholders or benefic- 
iaries amounted to about $36,000,000. 
This was an increase of almost 
$3,700,000, compared with the first half 
of last year, but it indicates no change 
in death rates. 

“An analysis of claim payments prob- 
ably would show a slight increase in 
mortality from influenza and pneumonia, 
compared with the first half of 1924. 
These, however, apparently have been 
offset by fewer deaths from other 
causes, for the percentage of premium 
receipts paid out in death claims in the 
last six months actually was a trifle 
lower than for the first half of 1924. 


No Increase from Catastrophes 


“Nor was there an appreciable increase 
in the number of accidents, so far as 
available data indicates. As a matter of 
fact, unless there is a catastrophe of 
national scope, the effect is seldom 
shown markedly among the millions of 
people holding insurance policies. Such 
things as the western earthquakes, and 
the Illinois-Indiana storm of some 
months ago, are never reflected. 

“There was, however, a curious de- 
velopment in mortality noted in one of 
the recent bulletins of the census bureau. 
From January to March the weekly mor- 
tality rates usually shaw a rise, with 
the peak in March, after which there 
is a gradual decline to a low mark in 
June. But in June this year, just after 
the heat wave, there was a sudden up- 
turn in the marking of the mortality 
rate. It shot up, in fact, like a minaret, 
to a point higher than it reached in 
any other week this year. 


Increase from Growth 


“Our claims also showed jan increase 
corresponding to some extent to the 
general increase reported by the census 
bureau. Yet, speaking generally, it may 
safely be assumed that the gain in both 
number and amount of claims was the | 
result of business growth. ‘ 

“In the ordinary department, monthly 
income payments increased in the last 
six months from $159,178 to $211,425. 
In the same period, the beneficiaries of 
industrial policyholders received 33,488 
weekly payments aggregating $395,591, 
an increase of $120,000.” 


SOME RECENT CHANGES 
IN DISABILITY POLICIES 
(CONT'D FROM PRECEDING PAGE) 


except elective indemnities and nurse’s 
fees are provided in the policy. Hos- 
pital indemnity pays 100 percent 
monthly indemnity additional for not 
exceeding two consecutive months. The 
rate on this policy in class AA for $1,000 
principal sum with accumulations and 
$100 monthly indemnity is $14.40. 


Provisions of New Policies 


The “New Victory Disability Policy” 
provides accident coverage the same as 
in the “Victory Accident Policy.” 
The illness indemnities are in effect 
30 days from date of policy and 
exclusion period in the regular policy is 
seven days. The policy may be pur- 
chased with the first week of sickness 
covered for an additional premium. For 
total disability. confining, monthly in- 
demnity is paid for not exceeding eight 
consecutive months. Indemnity for one 
month is payable for non-confining ill- 
ness. In class AA, the annual premium 
for $500 principal sum and $50 monthly 








indemnity is $14.40. 


SUICIDE IS STUD; 


_—_ 


RATE IS HIGHER AMONG 


Metropolitan Life Gives Interesting j 
sults of Survey of Its Sixteen Mill 
Industrial Policyholders 


NEW YORK, Aug. 6—Aj inves 
gation by the Metropolitan Life eee, 
16,000,000 industrial policyholders iv 
that suicide in the wage earnin ~ 
of the American and Canadian” - 
tion is approximately 21% times — 
quent among men as among wo mi 
By age periods, the ratio of deaths d 
males to those of females varies — 
at different periods of life, and the pe 
ponderance of suicide among male 
creases perceptibly with advancing a 
Suicide does not assume much 
portance numerically until age 2 
tween 20 and 24, the death rate of 
approximates one and one-half tips 
that for females. Between 25 and 
the ratio is a little more than two t 
one, and during each of the next tel 
year periods, it is about four to oy 
From 55 to 64, it approximates five ty 
one and after 65 about seven to one. 


Means Usually Adopted 


Only in one period, from 15 to 19, 9 
suicide more common among femaly 
In 1923 the suicide rate of young wong 
of these ages in the Metropolitan's jx 
dustrial department was 4.1 per 100, 
or nearly two and one-half times thy 
for males, which was 1.7. More the 
half of the young women of these ages 
who committed suicide used solid » 
liquid poison, and one-quarter died jy 
inhalation of poison gases. In fact, z 
every age period to 45, women suicide 
used solid or liquid poison as lethd 
agents more than any other method 
with poisonous gases ranking next. Be 
ginning with age 45 and up to 65, how 
ever, inhalation of gas was the means 
most used. Among males, shooting 
the method used most generally en- 
ployed, which seems to hold for a 
periods up to 65. 

Less Frequent Among Colored 


Suicide is much less frequent among 
colored persons. With negro females 
however, the sharply increasing death 
rates with age, which applies to white 
worgen, is not in evidence. For colorel 
women insured in the company, the 
death rate was higher at ages 25 to # 
in 1923 than for any other age grow 
and the mortality among females e& 
ceeded that for males not only at } 
to 19 years as among whites, but als 
from 20 to 24. 


National’s Agent Directors 


In a recent issue of THe Nationat Us- 
DERWRITER, it was stated that E. B. Haw 
lin of Olmsted Bros. & Co. of Cleveland 
O., general agents of the National Lit 
of Vermont for Ohio and Indiana, ant 
the late George H. Olmsted, of the same 
agency, to whom he was elected suc 
cessor on the board of directors 0! the 
company, were the only men from ti 
agency force elected to the board ot d- 
rectors. This was an error. The latt 
James T. Phelps, for a long time the 
company’s general agent in Boston at’ 
the head of the firm of James T. Phelts 
& Co., who at his death was vice-pres 
dent of the National Life, was anothet 
able representative of the field fort: 
who preceded Mr. Hamlin as directo 
Charles W. Gammons, senior partner ® 
the present firm of James T. Phelps & 
Co., who has been a representative ° 
the company in Boston for more than 4 
vears. is at present a member 0! the 
board of directors. 


Harland R, Maris, manager of the 5® 


Francisco branch office of the Ne* 
World Life, left Monday for a busine” 
trip to Spokane. Upon his return 


plans on opening a new and larger & 


fice. 





In resp‘ 
wat U 
mber ‘ 


xpressed 


y allotn 
f life in 
y busin 
rance 
y adding 
neir sala 
{ these 


0. J. 
innesot. 
nything 
usiness 
leductior 
Brin 


It is lo 

5 to de 
onsume! 
rms, al 
hines, a 
monthly 
chen in 
me that 
nce wh 
Vhen tl 
eeded t 
t. 

I ofter 
devised, 
were det 
nsuranc 

uch m 
in the ¢ 
vidow 0 
nuch m 
by any 

. 

If an 
will see 
deductic 
maticall 
roll. V 
apply, 1 
dozen t! 
city? 

One 
few day 
months 

a result 
work © 

city so 

lesser i 

years, 

like it. 

It re 
ple, wl 
to buy 
will sp 

men w: 

derful « 

these | 


One 
writter 
will g 
buy w 
insura: 
cause 
they 
term 
old ag 
suranc 
out, w 
For 
life ar 





yst 7, 1925 





LIFE INSURANCE EDITION 

















Ugust 7 » 


UDIE 









ny ALLOTMENT BIG 
sPUR TO PRODUCTION 


mpanies Offering It Find 
Agents Take Hold of 
New Plan Rapidly 







MONG yp 














teresting 





































































teen Mili, 
Olders 

UTS AGENT ON PAYROLL 
—AN inves 
Life amo i 
holders sho wides Channel for Turning Part of 
“arning gr . 
adian An Each Salary Increase Into Life 
times ag jn Insurance 
10ng Wo: 
OF deaths , : 
Varies graiill In response to a letter from THE Na- 
bay te sa. UNDERWRITER, executives of a 
| Ma Sy ait . ° . . 
vancing 4 mber of insurance companies have 
much gimmxpressed optimistic Opinions on the sal- 
Seem | - allotment or payroll deduction plan 
oe : MMR: Jife insurance, whereby employes of 
5 a y business concern may purchase in- 
than two gimmurance on the monthly payment plan 
1€ next tally adding the premiums deducted from 
= cir salaries by the employer. Some 


lates five 


Se ssions are given herewith. 
to one, { these expre g 


* * * 





it is imperative that the company, know- 

ing the evils that may come from selling 

the wrong policy, should put high ideals 

of service to its policyholders, against 

any pressure of a drive for volume. 
” * 


William H. Flanigan, Assistant Secre- 
tary, Connecticut General—We an- 
nounced this plan in November, 1924. 
A comparatively small amount of busi- 
ness was written in the first two months 
because of our field men’s lack of fa- 
miliarity with the plan. Since Jan. 1 the 
agents have been taking hold of it with 
considerable enthusiasm so that of our 
total writings up to date about 10 per- 
cent has been on the salary savings form. 

It has been our experience that most 
employers are quite willing to help their 
employes obtain insurance on this easy 
payment plan. Of course, the best re- 
sults have been obtained where employ- 
ers have been willing to get whole heart- 
edly behind the plan and give the agents 
the opportunity to conduct short solici- 
tations within the plant. 

We feel that this form opens a tre- 
mendously large field. Personally, I feel 
that it will result in greatly increased 
volume which could have been obtained 
in no other way. 

* * ~ 

W. T. O’Donohue, Secretary, Jefferson 
Standard.—It looks good to us as a busi- 
ness getter. Our agents are gradually 
taking hold of it, and wherever they have 
tried it they are enthusiastic. It does 
take considerable time to get the thing 
inaugurated, but once started represents 
a permanent field for insurance for the 
agent who succeeded in closing the case. 
It presents the opportunity to the sal- 
aried man to carry a larger line of in- 


surance. 
*x* * * 


John K. Gore, Vice-President and Ac- 
tuary, Prudential.—As a business getting 
proposition the salary deduction plan is 
attractive. The privilege of paying a 
premium 12 times a year and the non- 
medical feature have opened up a large 
field of new prospects. The agents have 
taken hold of it in a very satisfactory 
manner considering the limited time that 
it has been in their hands. It will doubt- 
less add a fair amount of business to 
that which would otherwise have been 
written. The field which is being 
covered by the salary deduction plan 
has already been canvassed through in- 
dividual canvassing and group insurance. 
The salary allotment plan is simply 


working at another angle. 
* * 


Supplements Group Insurance 

An officer of a company writing a con- 
siderable volume of group insurance 
writes: “To us the salary deduction 
plan is intended mainly to be supple- 
mental to group insurance on the con- 
tributory plan. It is simply an exten- 
sion of a service to cover cases’ where 
group insurance either could not be 
taken because of the limited number of 
employes, or perhaps because the em- 
ployer is unwilling to pay any part of 
the premium. Under such circum- 
stances, we feel a desire to give to work- 
men the most possible insurance for the 
least money, payable in the easiest man- 
ner. Furthermore, we like to encourage 
co-operative efforts between employers 
and employes, believing it is good for 
both sides. In other words, we believe 
this insurance has a distinct psychologi- 
cal value, just as we believe group in- 
surance has such a value. 
“I do not believe that we would say 
that the plan opens a field that is now 
resting fallow, because we and other 
companies are going to employes every- 
where and soliciting insurance under reg- 
ular methods. After all, regular solici- 
tation must continue to be the basis of 
our business, and the field in which we 
can operate with greatest satisfaction to 
everyone concerned.” 


Mortality Rate Favorable 
The Mutual Benefit Life experienced a 
very favorable mortality the second 
quarter of the year. It was 44.09 per- 
cent in April, 46.37 percent in May, and 
44.23 in June. The ratio of actual to 
expected mortality for the first six 





t 
. ra 0. J. Lacy, Second Vice-President 
15 to 19 anesota Mutual.—We have never put 
ng tema oything on, which brought in as much 
UNG Wome usiness immediately, as has the pay roll 
Dolitan’s jp. eduction plan. 
“ine a Brings in Marginal Consumer 
More thal It is logical; in the first place, it allows 
these agsfl/s to do business with the “marginal 
d solid gfonsumer,” who has been buying homes, 
er died iarms, automobiles, pianos, talking ma- 
In fact, ¢iehines, and even now the radio, on the 
en suicids—immonthly payment plan. Many _ times 
as lethifwhen in the field, men have informed 
‘ methods fiime that they were going to buy insur- 
next, Bef™mence when they got their next raise. 
O 65, how-MmWhen that time arrived, they felt they 
the meanfimeeded their money, and couldn’t afford 
hooting is mt. 
rally em- 1 often felt then, that if a means were 
ld for alMdevised, whereby a part of their raise 
were deducted from their salary for life 
loved surance, that they would save just that 
much more than their usual wont. Then 
nt among Min the event of death or old age, the 
) females MBwidow or the old couple would have very 
ing death Himuch more than they would have had, 
to 7 any other method of saving. 
bs ve , Puts Agent on Payroll 
25 to 3 If an agent gets the proper vision, he 
ge group Mwill see that whenever he puts pay roll 
tales ex: MBdeduction in any institution, he is auto- 
ly at 1) matically placing himself on that pay 
but also roll. What more ideal situation could 
apply, than being on the pay roll of a 
dozen thriving institutions in one’s home 
city: 
Ts _ One of our representatives told me a 
war Us. ME *® days ago, that for the next twelve 
B. Ham- Months he will draw $300 per month, as 
leveland, ME’ TeSult of several nights of good hard 
nal Lie Mok On employes of a concern in his 
ina, and Mec'Y Some time ago, and after that a 
he same fag *S8er income (renewals) for nine more 
ed sue a He says he is looking for more 
s Of the P 
om te P. reaches a big middle class of peo- 
d of d- ME’, Who have never been able before 
“he late iam °°. buy proper amounts of insurance. It 
‘me the will spread directly in proportion as field 
on and Me Ue” wake up to a realization of the won- 
Phelps derful opportunity for development along 
e--presi these lines. 
another Danger of Term Plan 
wae One danger can creep in: If this is 
— Written on a term plan, policyholders 
toe will get the idea that they are able to 
m9 of buy what they term “regular” lines of 
-e s ee at a muchly reduced rate, be- 
at ia ‘ se they are buying in “group,” and 
they will wake up too late to find that 
an imsurance continuing through to 
Pe age, is comparable to assessment in- 
sn i. ance. In that event, many will drop 
New ; with the result we all know so well. 
aa bi or this reason, we write it only on 





¢ and endowment forms. We believe 


























OPENINGS AT 
Boise, Idaho 
Pocatello, Idaho 
Rockford, IIL 


Springfield, Ill, 
Fort Wayne, Ind. 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Davenport, Iowa 
Mason City, Iowa 
Pueblo, Colo. 
Louisville, Ky. 
Grand Rapids, Mich, 
Lincoln, Nebr. 
Billings, Mont. 
Great Falls, Mont. 
Helena, Mont. 
Missoula, Mont. 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
Toledo, Ohio 
Amarillo, Texas 
El Paso, Texas 
Houston, Tex. 
Cheyenne, Wyo. 
Roanoke, Va. 





3. For Agencies 








“POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter’—BUT 


The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 
AGED— 


1. For Agencies less than five years old 
old $3,800 


2. Hs Agencies up to seven years old 


* 


over tem years old 


REMEMBER THAT'S JUST 
RENEWALS! 

These men know how real gold 

glitters—and they know it paid them 


to get and keep an Agency contract 
that is Right. 


On Agency Matters Address 


oO. J. LACY 
2nd Vice-President 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL—‘“‘Where the Great Northwest Begins”’ 
The Minnesota Mutual now a $107,000,000 company 

















KENTUCKY > 





By reason of 


Natural Resources 
And General Conditions 
has been chosen by 


Atlantic Life Insurance Company 


for intensive development. 


A Home Office Representative 
will shortly make his headquarters 
in the State to appoint 


General Agents 
District Agents 
Special Agents 


For further information communicate with the Company, 
Richmond, Virginia 








months was 52.84 percent. 
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OUR CHAIN OF SERVICE 


“‘A chain is no stronger 
Than its weakest link.’’ 


The service chain which The Lincoln National Life Insurance 
Company has been forging through the years is strong in every link. 


Policyholder 


The policyholder is entitled to a clear understanding of his pol- 
icy and to the keeping of every promise made in its clauses. Lincoln 
Life agents are trained to sell their business “right” and to aid the 
Home Office to give service plus on every policy. 


Fieldman 


The fieldman personifies the Company spirit in his territory. 
He keeps the contact between the policyholder and Home Office. 
Lincoln Life fieldmen are eager to represent the highest ideals of 
their Company because they know that they are backed in all their 
efforts by the most earnest Home Office co-operation. 


Home Office 


The Home Office governs by its service attitude the strength of 
the other two links. The Lincoln Life Home Office departments are 
headed by men who are schooled in field service and who direct the 


energies of their loyal co-workers in the dispatching of every help- 
ful function. 


The strength of the Lincoln Life service chain is best under- 
stood by those who 








(INK UP (Jwirn THe (LINCOLN) 





The 


Lincoln National Life 
Insurance Company 


*‘Its Name Indicates Its Character’’ 


Fort Wayne, Ind. 
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[INTEREST RATE Loy, 


PROBLEM OF §INVESTy 


Placed on Favorable Mortality 


| 
| Too Much Dependence Canny 
| 
| 
| Experience Say Actuaries 


NEW YORK, Aug. 6.—The jag; 


| life insurance 


actuaries 
present. The increased dividend . 
nounced by many companies this 
and in previous years, have been jy 
not only upon increased mortalit, % 
ings, but increased interest earning 

Those in gharge of finances feel ; 
| there will have to be considerable 
' exercised in placing an investment ; 
year to uphold the interest income, }; 
much dependence cannot be placed y 
low mortality rates. It is possible ; 
the experience might not be s0 fay 
able and with both of these factors 
rates of dividends established nj 
seem too high. 

Non-participating companies have 
| course lowered their rates to meet‘ 
| increased dividend and are watching; 

situation closely as well. One comp 
has been quoted as saying that the; 
| terest vield in the past few years }; 
| dropped from 5.09 to 4.67 percent, 


Merger Deal Approved 


The Minnesota insurance departm 

| has approved the deal whereby the) 
Moines Life & Annuity takes over # 
| business of the Midland Life of § 
| Paul. About $7,000,000 of insurance; 
involved in the transaction, which w 
| consummated last March. This was & 
first insurance case to come before t 
| new Minnesota department of commen 
of which the insurance division is a pat 
The new law provides that in cert 
| cases all three commissioners of ti 
| department of commerce shall sit 

banc. Most insurance matters are di 
posed of as heretofore by Commission 
Wells without consultation with 
other two members. 


Takes Auto Trip 


W. J. Macallister, agency manager ie 
the Ohio National, leaves Aug. § wi 
his family for an automobile trip « 
which he will combine busines a! 
pleasure. He will visit the eastern stattj 
making many stops enroute, going if 
way of Philadelphia and New York. lf 
will visit his old home at Jamaica, L} 
| On his return by way of Buffalo a 
across Canada, he will reach Waukaz 
Mich., Aug. 29 when the Ohio Natio 
will hold its annual agency convention 





Penn Mutual’s Regional Conventions 


The regional conventions of the Pem 
| Mutual Life for the autumn season a 
slated as_ follows: Eastern  distret 
Swampscott, Mass., Sept. 14-16; mit 
west and southern, French Lick, Int 
Sept. 21-23: western, Seattle, Wa 
Sept. 29-Oct. 1. 


Northwestern National Agents Insutl 


The board of directors of the Nor 
western National Life of Minneapoli 
recently authorized the issuance 0! * 
group policy for the members of ™ 
agency force. The home office & 
ployes have been insured under a si 
lar plan for four and a half years, va 
the extension of group insurance to ™ 
field representative is an innovation. — 

The agents entitled to this insuratt 
are those who have been under contra 
over a year and who, in the past ~ 
months, have produced over $100,000 ° 
paid-for and accepted business. /* 
amount of insurance on each agent © 
$1,000 and the policy will be continut 
without cost to the agent so long ® 











he remains under contract with the co™ 
pany. 
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WORK NEEDED 
IN FARM LOAN FIELD 














‘e Companies Have Had to 


Nurse Along a Number of 
Lame Ducks 












AVE BEEN VERY LENIENT 













; Have Not Brought Foreclosures 






















1€  subjer Dficer 
Ie part on Mortgaged Property Unless 
actuaries : 
dividends They Found it Necessary 
ues this 5 joee 
e been by q k 
Nortality All life companies that have farm mort- 
t earnings ages among their assets have had con- 
ae eel f ‘erable worry following the sharp de- 


siderable ts 
vestment 
income, 7 
> placed y 
Possible 
be so fay 
© factors, j 
ished mig 






ation in farm products and land prices 
ollowing the war. Farm mortgages 
ere regarded as the gilt edge security 
or life insurance funds. They are still 
substantial security, but some com- 
anies evidently have not distributed 
heir assets as they should, and leaned 
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oo far toward farm mortgages. Some 
nf these mortgages were placed on too 
igh valuation. In other cases, farmers 
urchased additional land and got be- 
ond their depth. Others were not able 
» meet their interest, because of the de- 
All in all, life companies find 
themselves with a number of farm 
mortgages on their hands with unpaid 
Fnterest. The time came when the com- 
panies had to take some action to protect 
themse 
Companies Have Been Lenient 


pression. 


es. 


Companies as a rule have been very 
lenient with the mortgagors. They did 
not desire to foreclose unless it seemed 
necessary. In some instances it was 
found that there was a second and even 
a third mortgage on the farm. Farmers 
simply decamped and quit the commun- 
ity. In cases like that, companies found 
it necessary to bring foreclosure proceed- 
ings. Where a farmer was found to be 
hopelessly involved and there was no 
way out, foreclosure was started. Where 
it was thought a farmer had a chance 
gradually to work himself out of the hole, 
he was allowed to continue, pay what he 
could on the interest and remain on the 
farm, 


Some Loan Companies Criticized 


As a rule a large number of farmers 
have been able to meet their obligations 
by heroic sacrifice. In some states the 
situation was worse than others. Some 
of the farm mortgage loan companies 
are being sharply criticised because they 
misled life companies on land valuation. 
Companies will take mortgages up to 50 
percent of the value of the property. 
It has been found that some of these 
loan Companies put mortgages on farms 
up to 85 percent of the value. Officials 
that have to do with loan departments 
say that the situation has become easier, 
and the farmers that were treated with 
consideration for the most part will be 
able to pay the interest and re-establish 
the loan on a more stable basis. 


More Caution in Selection 


_ Companies are by no means afraid of 
arm mortgages as an investment. How- 
tver, they are far more cautious in se- 
lecting their loans. Owing to the farm 
loan bank and other financial institutions 
the interest rate on farm mortgages has 
declined so that companies find they can 
get more attractive loans on city prop- 
erty. Many companies that have not 
loaned in cities are now studying the city 
Situation and making loans in localities 
where there seems no chance of reces- 
sion in property valuation. A president 
ola company said the other day that he 
‘elt that a number of institutions have 
made the mistake of confining their loans 


that the recent farm depression showed 
that it was unwise to have all one’s 
eggs in a single basket. He believes 
in a wider distribution of assets, so that 
a company will not be hard hit in any 
direction if trouble comes. 


MAKES STUDY OF INTERVIEWS 


Indiana Agent of Bankers of Iowa Se- 
cures Interesting Data on 
Calls Made 


T. A. Griffin, a Bankers Life of Iowa 
salesman of the Elbert Storer agency 
at Indianapolis, earned $3.08 an hour in 
June, according to an analysis of Mr. 
Griffin’s daily reports compiled by the 
“Wigwam News,” the agency publica- 
tion of the Indiana agency. 

The analysis shows that Mr. Griffin 

worked 22 days, spent 13 hours in the 
office, 195 hours in the field, made 104 
live calls and 73 dead calls, secured 29 
interviews and made 19 sales. His vol- 
ume of business for the month was $45,- 
000 and his net earnings $638.75. His 
interviews assumed a value of $22 each, 
his calls $3.60 and each hour worked 
$3.08. 
_ Mr. Griffin’s interviews average one 
for each 6.1 calls, his sales one for each 
1.6 interviews and he secured 14 new 
prospects during the month. 








NOT ALARMED BY DECISION 


Interest in Ruling of Illinois Supreme 
Court on Regularity of Utility 
Securities 


Insurance companies are somewhat in- 
terested in a case in the Illinois supreme 
court on securities issued by public utili- 
ties of the state. The law requires that 
such securities be passed upon by the 
public utilities commission after a hear- 
ing by an “official” of the commission, 
in the county where the utility operates. 
The commission has authorized many 
down state securities after hearing in 
Cook county before a chief clerk of the 
commission. The supreme court in a re- 
cent case that a chief clerk is not an 
official of the commission, and that the 
hearing must be held in the proper 
county. 

An attorney interested in a recon- 
sideration by the supreme court re- 
marked that the decision casts a cloud 
on many securities issued by Illinois 
utilities, but it is not believed their 
validity is seriously affected. Insurance 
companies of course probably own some 
such securities. 


BIG FIELD IS OPEN 
FOR BEQUEST POLICY 


(CONTINUED FROM PAGE 1) 
gift of the donor in that it is given out 
of his income, 
Arguments in Nut Shell 

To sum up: 

1. It is the surest method of increas- 
ing the fund. 

2. It works no possible hardship upon 
anyone. 

3. It gives opportunity to all citizens 
irrespective of the size of their fortunes 
to become donors. 

4. It converts income into capital. 

The placing of bequest insurance on 
any standard policy form may be in any 
good company. The important thing is 
the benefit clause and it must be care- 
fully drawn. 

Mr. Meyer feels that there is a big 
opportunity for life insurance men in 
Chicago and elsewhere to participate in 
a big forward movement by bequest in- 
surance. He favors the life underwrit- 
ers association working up sentiment 
to the point where there could be a be- 
quest week in which all the life insur- 
ance men of the city would center their 
attention on this special kind of a drive. 





John Hancock Increases 


While the John Hancock Mutual Life 
has been making no special drive for 
business in 1925, the figures up to July 1 


ance in force, which now amounts to 
approximately $2,200,000,000. The rec- 
ords of the general agents for the six 
months period indicate that they have 
gained approximately 30 percent over 
their writings during a similar period in 
1924. On ordinary business, including 
that written by weekly premium agents, 
the increase averages about 15 percent 
for the period. 


Mrs. J. P. Wood Honored 
Mrs. J. P. Wood was elected assistant 
secretary of the Peerless Life of Mis- 
souri, at a recent meeting of the board 
of directors. 


Has $100,000,000 in Force 

The Bankers Reserve Life of Omaha 
observed its 28th anniversary recently 
by announcing that the amount of its 
policies has now reached $100,000,000. 

Officials of the company said that 
business has never been better than in 
the last few months. New agents are 
being appointed in the different terri- 
tories, and a great drive for new busi- 
ness is to be made this year. Last 
month five of the field men of the com- 
pany sold $100,000 in policies each. 


Insures Whole Families 
Thomas Wade of the Detroit Life, 
Detroit, Mich., is a firm believer in in- 


| that 


| the 


13 


children of the family who are already 
considering the advantages of life in- 
surance protection. 

In another family Mr. Wade has sold 
16 policies, in another eight and in an- 
other five. 


Tribute to Life Companies 


A letter has been written to and pub- 
lished in the LaCrosse, Wis., “Tribune” 
by George M. Bedessem, a citizen of 
city, praising the honesty of in- 
surance companies. Mr. Bedessem re- 
ports that in 1869 his father-in-law 
took out a policy in the Aetna Life 
and carried it for several years, after 
which it elapsed with none of his chil- 
dren knowing that the policy had been 
taken out. Recently a check for the 
value of the policy with compound in- 
terest at 4% percent was received by 
heirs. Mr. Bedessem calls the in- 
cident “a splendid tribute to the hon- 
esty the big life insurance com- 
panies.” 

The reason why he wanted it pub- 
lished was that other people might be 
encouraged to takeout life insurance. 


of 





Merger Made Effective 


Following the approval by the Minne- 
sota insurance commission, the Iowa 
commission has approved the purchase 
of the Midland Life of St. Paul by the 








‘atirely to farm mortgages. He declared 





indicate a substantial increase in insur- 


suring the entire family. He has a pol- 
icy on his own life for $25,000 and his 
wife, mother-in-law, two daughters, two 
sons, his wife’s brother and sister-in-law 
as well as Mrs. Wade's sister and his 
five step-children are all insured, mak- 
ing a total of 16 members of his family 
who are policyholders through his ef- 
forts. 

He has insured 18 members of another 
family of the city in the Detroit Life, 
including the husband and wife, four 
sons and two daughters, a sister to the 
wife of the original policyholder, and 
her husband, their son and daughter, an- | bers of the Bankers Life Company Gold 
other sister of the original policyholder’s | Medal Club of 1925 will be held January 
wife, her husband and two sons ,and Mr. | 7, 8, 9 and 10, 1926, at Hotel Del Monte, 
Wade expects to write policies on five | Monterey, California. 


Des Moines Life & Annuity, the merger 
to take effect immediately. 

Mrs. Doris Brown, chief accountant, 
and E. L. Shinnick, secretary and actu- 
ary, both of the St. Paul company, will 
go to Des Moines to take these posi- 
tions with the merged company. Mr. 
Shinnick was connected with the Iowa 
insurance department prior to going 
with the Midland, seven years ago. 


To Hold School of ‘Instruction 


The School of Instruction for mem- 











GET WITH A 


LIVE COMPANY 


That’s progressive, full of pep and does things for its 
Agents and Policyholders like the great 
BANKERS LIFE COMPANY OF IOWA 

June is President Kuhns’ Month and to help our Agents 
and Policyholders we will consider issuing WITHOUT 
MEDICAL EXAMINATION from $1,000 to $5,000 new 
Insurance on all old policyholders who are Preferred 
Risks and examined since May 3lst, 1923. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon, 


2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances t commissions on high grade premien notes. 
S—A Lime of I Estate and Income Contract Unsurpassed. 


sell big. 
executives that is written by 
y. 
8—Regular Disability and Double Indemnity. 
Preferred 


— Rating. 
10—Class A, B and C Rating. 


11—Covering the entire field as no other Company covers it. 

12—Monthly Saving plan for employees in groups of five or more. 

13—Other ps such as no other Agency offers you and backed by a live 
General Agency Staff. 

14—If you want to sell the best and most popular Estate Contracts in the 
Field—Join the Chicago “I WILL” Agency. 


BROKERS —ATTENTION 


Bring Us Your Big Business 


We will consider writing in a single policy $1,000 to $1,000,000 on a Preferred Risk 
—and arrange for all the reinsurance we need. Saving you time and trouble. 


De FOREST BOWMAN 


General Agent 


BANKERS LIFE COMPANY OF IOWA 
80 E. Jackson Blvd. Suite 637-649 
Phone Harrison 8054-5-6-7-8-9 
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Danger in Complicated Trusts 


Tue objections offered recently by 
Guy W. Cox to elaborate life insurance 
trusts seem well founded. Life insur- 
ance companies should not go too far. 
They are not organized to give full trust 
company service, and there may be dan- 
ger in giving less. 

Mr. Cox is general counsel of the 
Joun Hancock Mutuat and sees the 
dangers with a lawyer's eye. One under- 
taking a trust does so at great peril to 
himself by reason of the safeguards 
thrown around it by law and the courts. 
The beneficiary of a trust is absolutely 
protected. A mistake in interpretation 
or of fact is at the risk of the trustee. 

Trust companies operate locally for 
the most part. They have expensive 
legal staffs which they can afford to 
maintain by reason of their volume of 
trust business. They work when pos- 
sible through the courts, getting court 
orders and court interpretations to pro- 
tect themselves. Above all, the costs of 
interpreting trust agreements are usu- 
ally paid out of the trust funds and do 
not fall on the trust company. 

The fulfillment of a life insurance 
trust may be required at a point distant 
from the home office. Local counsel 
must be employed on the single fee ba- 
sis, which is expensive. The counsel 
employed may not be as well versed in 
the rules governing trusts as the special- 
ists employed by a trust company. Liti- 
gation may occur in distant places. The 
costs as well as the danger of errors fall 
on the life insurance company. 

Trust settlements of life insurance are 


an offshoot growing out of what might 
be called accidental powers. A _ few 
years ago THe NATIONAL UNDERWRITER 
pointed out the misrepresentation in- 
volved in the statement that income pol- 
icies put the income beyond the reach 
of the beneficiary’s creditors. The fact 
was that income installments were a 
simple debt from the company to the 
beneficiary and could be attached or 
garnisheed like any other debt, or the 
policy itself with its unpaid installments 
sold for the benefit of creditors. It was 
pointed out the only funds that could 
be kept from creditors were those held 
under trust agreements. 

Within a short time laws were secured 
giving life companies trust company 
powers. This was all right for the pro- 
tection of beneficiaries under income 
settlements, but with the powers once 
granted, the extension of the practice 
began. 

Mr. Cox advocates leaving compli- 
cated trusts to the administration of pri- 
vate or corporate trustees, instead of 
insurance companies. There is not only 
the expense to the life company, but the 
possibility of discredit to life insurance 
itself. If a trust company seeks a court 
interpretation, the public understands 
and does not blame the trustee. If a life 
company goes into court it will appear 
to be fighting a claim under its policy. 

It is one thing to hold policy proceeds 
for the protection and support of the 
beneficiary and quite another to attempt 
to carry out elaborate family arrange- 
ments. 


Agents May Lose Privileges 


Non-MEDICAL life insurance is very 
new and both agents and companies 
will have to get used to it and “shake 
down” to practices that are found best. 
It is said that some agents have trouble 
with their prospects when the company, 
on reading the application or the inspec- 
tion report, demands a medical examina- 
tion. An agent who has trouble in such 
a case has simply misunderstood his 
privileges, and gone too far in talking to 
the prospect. Such a case well handled 
should be the easiest of all in which to 
effect delivery of a policy, provided one 
can be obtained after the doctor’s re- 
port is in. 

The non-medical plan is simply a 
trouble-saver for agent and prospect. It 
is not an open door for undesirables. An 
agent’s time is often wasted in the effort 
to get his cases to the doctor. Some- 
times he never succeeds in getting an 
txamination and loses the risk in that 
way. The non-medical plan merely 


spares him all this waste of effort when 
the case is small enough so that the 
danger of fraud is minimized and the 
saving of expense compensates for the 
bad risks that do slip by. 

A prospect who applies to several 
companies at once on the non-medical 
plan presumably knows of some physical 
ailment that he is afraid a doctor would 
discover. If he wants $10,000 insurance 
he can get it very easily in one com- 
pany, provided he is a sound risk. If 
instead he goes around and makes ap- 
plications to several companies on the 
non-medical, the chances are he is lying 
to all of them and making false answers. 
The case where he could deserve any 
consideration is very rare. He brands 
himself at the outset. 

An agent who uses the lack of ex- 
amination as a selling argument is the 
very one from whom the non-medical 
privilege ought properly to be with- 
drawn. 





President M. E. O’Brien of the De- 
troit Life and Mrs. Lyle C. Ketten- 
hofen, formerly manager of the com- 
pany’s conservation department, were 
married July 30 in the chapel of Or- 
chard Lake Seminary near Detroit by 
Monseigneur Van Antwerp. The at- 
tendants were Miss Eleanor O’Brien, 
eldest daughter of the groom, and 
Clement H. Kettenhofen, son of the 
bride. The ceremony was private with 
only the children and a few intimate 
relatives present. The couple will be 
at home at Detroit early in September 
after a trip to New York and Atlantic 
City. 

_ 

Charles E. Gilbert, secretary of the 
Aetna Life, died July 31. He was 88 
years of age. Death was caused by a 
complication of diseases brought on by 
advancing years. Mr. Gilbert was born 
in Wallingford, Conn. Nov. 8, 1936. His 
early education was received in the 
schools of Wallingford and Farmington. 
He spent a number of years in the dry 
goods business and in 1868 he entered 
the office of the Aetna Life and remained 
with the company throughout his life- 
time as accountant, cashier, assistant 
secretary and secretary, being elected to 
that office in 1905. 

While for more than half a century 
he was with the Aetna Life he found 
time to take part in the various activi- 
ties of Hartford and has been prominent 
in many of its important organizations, 
civic, political and religious. 

Henry H. Putnam, publicity manager 
of the John Hancock Mutual Life at 
Boston, is given credit in a recent is- 
sue of the “Literary Digest” for hav- 
ing discovered the remarkable negro 
singer, Roland Hayes, and made it pos- 
sible for him to get a musical educa- 
tion in Boston. Mr. Hayes has made a 
remarkable success, the article states, 
having earned $100,000 in a single year 
with his voice. He is ambitious to go 
to Africa and attempt to benefit his 
race by using his talents to interpret 
their music and inner life and aspira- 
tions. 

B. F. Hadley, vice president and sec- 
retary of the Equitable Life of Iowa, 
is the owner of the countr#’s largest 
air mail terminal—Hadley field at New 
Brunswick, N. J. He returned recently 
from New York, where’ he was in con- 
ference with J. E. Whitlock, superin- 
tendent of the eastern division, of the 
air mail service, on further plans for 
enlarging the government’s eastern ter- 
minal on the transcontinental route. 

Mr. Hadley leased 70 acres of his 
farm to the government last October 
and it was at once adopted as _ head- 
quarters and placed in service. It was 
more desirable than the former location 
at Hempstead, L. I., which required 
the planes to pass over the cities of 
New York, Newark, Elizabeth and Jer- 
sey City in order to reach it and often 
was hidden in fog. 


Charles T. Wallace, manager of the 
Cleveland branch of the Mutual Life of 
New York. died at his home there 
Thursday after a brief illness. While he 
had continued verv active in his work. 
associates said he had not been in good 
health for at least six months past, how- 
ever. 

Mr. Wallace was a native of Chicago 
and entered the business as an office 
boy in the Mutual Life office of that 
city. He advanced rapidly there and 
he soon reached the position of assistant 
cashier. After a brief time he was ap- 
pointed cashier of the Cleveland branch 
about 20 years ago. In this position he 
served until the death of E. M. Post. 
then manager, just two years ago, when 
he was advanced to the position thus 
made vacant. 

He took up the work with unusual 
zest and not only has there been a splen- 
did growth of business, but the agency 


|nard and Vice-President 
| Bulkeley, Jr. 





force has been increased until he had 
large corps of producers, both jg 
city and in surrounding territory y 
was exceptionally popular with boy 
agents and office staff and held a hil 
place in the esteem of all life yye 
writers in this city. € WAS Vice-pns 
dent of the Cleveland Life Underyry. 
Association at the time of his dea 

Joseph L. Gatzert, dean of the agen 
force in the Chicago office of the Mural 
Benefit Life, died the other day ay 
age of 90 years. He kept up active wo 
in soliciting business until a shor tim 
before his death. In fact an applic 
that he had written was examined the 
day he died. Mr. Getzert’s career § 
life insurance is interesting because 
was prominent as a merchant tailor» 
Chicago, leaving that business when 
was past 75 years of age to take wp ji 
insurance work with the Mutual Bene 
His name was on the honor roll almog 
every month. 

John J. Coyle, president of the Pen. 
sylvania Mutual Life, has just returned 
from an extensive European trip. i 
was the head of the Philadelphia deb 
gation that made the pilgrimage » 
Rome for the Holy Year service 
Charles M. Town, vice-president of th 
same company, is also back from: 
foreign trip. 


James H. Brewster, Jr., for the pas 
12 years a partner in the banking hous 
of Rhoades & Co., New York City, has 
been elected a_ vice-president of th 
Aetna Life. 

Mr. Brewster is a native of Hartford, 
although he has not lived there sine 
his graduation from Yale in 1904. He 
has been connected with banking and 
bond houses in New York since tha 
time. His father, the late James H 
Brewster, was for many years United 
States manager of the Scottish Union 
& National. + oe 

Mr. Brewster will be in the financial 
department of the Aetna Life, asso 
ciated with President Morgan B. Bra: 
Morgan G. 


E. M. Ackerman, formerly insurance 
editor of the “Chicago Journal ot Com- 
merce,” who resigned to go with the 
“Insurance Field,” at its Chicago office, 
and was transferred to New York, is 
now returned to Chicago for the “lr 
surance Field” and will be associated 
with T. R. Weddell in the editorial 
work there. D. R. Schilling takes charge 
of the news department of the “Insur- 
ance Field” in New York. J. J. Jasper. 
who was connected with the Chicago 
office, is switched to New York. 


President E. P. Melson of the Cont 
nental Life of St. Louis has left tor 2 
tour of the Pacific Northwest and Cali- 
fornia. While away he will visit in Los 


Angeles, San Francisco, Denver, Port- 
land, Seattle and other leading cities 0! 
the northwest. He will make a study 
general business conditions in the sec- 
tions visited. 

Judge Charles T. Ray, formerly judge 
of the Jefferson Circuit Court at Lows 
ville, who for some time past has beet 
a law partner with James R. Duffin, 
president of the Inter Southern Life, at 
nounces that he has withdrawn trom 
the law firm of Duffin, Ray, Vance & 
Duffin, and will practice law individually 
at 603 Inter Southern building. _ 
served as a judge from 1914 to 19%. 
when he became a law partner 0! Mr. 
Duffin. 


G. W. Fritz of Houston, Tex.. who 
was formerly vice-president of 4 hank 
has made a notable record this year ® 
an agent for the Great Southern Lite 
having sold a total of $823,000 in the 
nast vear. not including a vroup policy 
for the Fort Worth postoffice ot $103,- 
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He was compelled to seek outdoor 

. hecause of a breakdown in health 
og years in the banking business, 
started out with the Great Southern 
"the expectation ot trying it for 
i six months. He has decided to 
» it up now, however. He knew 
ing about life insurance when he 
ted, but he did know that many peo- 
died leaving bills and hardships for 
'r families and no insurance to pay 
ts or guarantee a living to survivors. 
¢ he started in the life insurance 
iness, Mr. Fritz has gained 33 
bnds, and says that he feels better 
n ever before. 
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or day at iy 0. Wilkerson of the Franklin Life 
P ACtive walle ncy at Joplin, Mo., wrote 75 appli- 
4 Short tin MRons July 31 and received settlement 
an applicay h every one. This is a record day’s 
‘Xamined i ; 

is Career t : 






rs. Ruth Dale Stokes, agency 


; because he 
hier of the C. R. Martin agency of the 


ant tailor 








€ss when kiMBnkers Life of Iowa at Kankakee, III. 
take up i gained renown by being appointed a 
tual Bene Member of the Town Guards by the IIli- 
’ roll almog fli. Bankers Association, which is spon- 





ing the organization of guards in all 
inois towns to protect against bank 
bers. The Kankakee bankers came 
the office seeking her employer for 
member of the Kankakee Guards, but 
he was out, the members of the pro- 
tive committee explained their mis- 





t the Penp. 
1st returned 
1 trip. He 
elphia del 
Zrimage 
































r Services nto Mrs. Stokes, who promptly asked 
dent of the t she be appointed too. She was. 
from aMmigrs. Stokes spent her girlhood on a 
m, and it is said that she was very 

curate with a gun. 

ir the past —_ 
king hous MEM. J. Harrison has been elected a di- 
© City, has Mictor of the National Equity Life of 
it of the MiMittle Rock, Ark. Mr. Harrison was in 


e Arkansas insurance department for 


Hartiord x years, part of which time he was 
1ere since M/surance commissioner. He resigned 
1904. He Mist May to form a partnership with 
iking and ruce T. Bullion, also a former com- 


since that 
James H 
's United 
sh Union 


issioner. They are now specializing in 
surance law. Mr. Harrison served 13 
onths overseas. He went over a cap- 
hin and returned a major. 


Lloyd B. Gettys, general agent in 
ioux City, lowa, for the Mutual Life of 


financial 
fe, asso- 


heli ‘ew York, who has been ill in a hos- 
‘ #pital in Lincoln, Neb., returned to 
ioux City this week to resume his 
business. He had been in weakened 


nsurance Miphysical condition for some time before 
am is hospital experience but is now be- 
with the 


. ieved to be well on the road to rugged 
0 office, ealth. 
Y ork, is 
the “In- 
sociated 
editorial 
s charge 
“Tnsur- 


Dr. E. G. Simmons, vice-president of 
he Pan-American Life of New Or- 
eans, is joining President C. L. Ayers 
i the American Life of Detroit and Dr. 
|. W. Glover of the insurance courses 







fs0e Bit the University of Michigan this week 
lor a trout-fishing trip in the streams 
north of Lake Superior. 
Conti- 
; Cale Issues Special Letters 
in Los “Direct Mail Advertising Success Sto- 
Port: Mees, is the title of a series of special 
ties of Me tters being issued weekly by W. 
udy of Jaeger, general sales manager of the 
e sec- fm ankers Life of Iowa. These are mailed 
to the field force and relate instances in 
which selling success is aided by the 
iudge company’s plan of direct mail advertis- 
on 4 ing. The letters are appropriately illus- 
“heen Mg ated and are printed in colors. They 
uff have received many favorable comments 
€, an- fom agency managers and salesmen. 
from 
ce & ; 
jually Readjustment in Territory 
aa on headquarters of the Columbus, 
Mr ca untington, W. Va., agency of the 
Mr. Snnecticut Mutual in charge of John 
Orman, general agent at Huntington, 
Ae Ok; a.. has been moved to Columbus, 
V : nH. There has also been a readjust- 
ans ment of the southwestern Ohio territory, 
Life where a transfer of some counties was 
a trom the Cincinnati to the Colum- 
S agency. This was done with the 
alicy <Proval of General Agent Henry T. 
103,- aunders of Cincinnati. ’ 
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PERKINS GOES TO RICHMOND 

Assistant Manager of Agencies of 

Provident Mutual Becomes General 
Agent, Succeeding J. A. Moyler 





After more than 17 years of loyal and 
able service, John A. Moyler has asked 
to be released from his duties as general 
agent of the Provident Mutual in Rich- 
mond, Va. In accepting his resignation 
the directors of the company expressed 
their appreciation of the energy and 
personal. sacrifice with which he estab- 
lished the company in territory whero 
it had been largely unknown. Mr. Moy- 


ler will remain with the agency as a 
special representative writing personal 
business. 

Ernest H. Perkins, assistant to the | 


manager of agencies at the home office 
has been appointed to succeed Mr. Moy- 
ler as general agent at Richmond. He 
has recently spent considerable time 
studying that agency. 

Mr. Perkins’ energy and _ initiative 
should prove valuable assets in carrying 
on the work which Mr. Moyler has 
placed on such a firm foundation. 


AGENCY ADOPTS NEW NAME 


Firm of Olmsted Bros. & Co. at Cleve- | | 


land to Be Known Hereafter as 
Olmsted-Hamlin Co. 





Hereafter the firm of Olmsted Bros. 


& Co., general agents of the National | 


Life of Vermont at Cleveland, will be 
known as Olmsted-Hamlin Company 
This change was made because of the 
death of George H. Olmsted, who or- 
| ganized the agency just 46 years before 
| his death, E. B. Hamlin joined the 
agency in 1897 and became a partner in 
the firm about 20 years ago. For a long 


| period he has been the manager of the | 


| agency and will continue in the same 
capacity under the new name. 

When Mr. Hamlin went with the of 
fice, it was doing around $1,000,000 busi- 
| ness annually. This year so far the 
| business has been $1,000,000 per month 
| He was recently chosen a member of 
the board of directors of the company 
to fill the place made vacant by the 
death of Mr. Olmsted. He is also a 


| member of the board of trustees of the | 





National Association of Life Under- 


| writers. 


Beal H. Siler 


The New England Mutual Life 
nounces the appointment of Beal H. Si- 
ler of Savannah, general agent tor 
vestern Florida. with headquarters at 
Tampa Mr. Siler, who was born in 
Missouri 32 years ago, was graduated 
from Trinity College. now Duke Uni- 
versity. Durham, N. C. He has been a 
resident of Miami, Atlanta and Savan- 
nah, since his discharge from the army, 
after service overseas. In 1918 he was 
a bank teller in Miami, and in 1920 he 
ioined the Atlanta agency of the New 
Englanl Mutual under Maj. Robert J 
Quinn, who later promoted him to dis- 
trict manager in Savannah. For the last 
three years he has been a partner in 
the firm of Schlev & Siler, general 
agents of the Penn Mutual in that city 
He returns to the New England Mutual 
to become that company’s first general 
agent in Florida. 


an 


as 


C. W. Peterson 


Clarence W. Peterson has been ap- 
pointed general agent at San Francisco 
of the Phoenix Mutual Life and is ex- 
pected to assume his new position Sept. 
1. He has been with the company since 
1919, and for the past two years has led 
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E AND ACCIDENT INSURANCE COMPANY 


J OF CHATTANOOGA TENN . ° 
/ FOUNDED im 1687 


Ordinary Life Insurance 
Group Disability and Group Life Insurance 
Accident and Health Insurance 
On The Commercial, Monthly Premium 
And Pay-Order Installment Plans 























DOMINANT: 
IN OUR TERRITORY IN THE 
HEALTH AND ACCIDENT FIELD 
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NATIONAL 
SAVINGS 
LIFE 


Agent's Wants—Fulfilled 


You want Insurance Contracts that can be sold. 
We have them—the Complete Protection Policy— 
Optional 20-Pay Life or Endowment—is representa- 
tive. 


_You want a desirable Contract. 
We have it—The Golden Rule Agency Contract. 
Every agent, a General Agent. 


You want a Progressive Company. 
THE NATIONAL SAVINGS LIFE is—young, virile 
and wide-awake. It is growing rapidly and main- 
tains a direct contact with all agents. 


We Want You 
if you are capable, ambitious, honest and have the 
determination to sell the real life insurance for a 
57 company. Progress with the National Savings 
ife. 


Write Louis A. Boli, Jr., Vice-President and Agency 
Director, Wichita, Kansas, for full particulars, 


NATIONAL SAVINGS 


Ly il is 


INSURANGE GOMPANY 
National Savings Bldg. Douglas at Emporia 


WICHITA 
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Springfield Life Insurance Company 


A MuTUAt Leoac Reserve Lire INSURANCE ComPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—h office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 

















George Hawkins Supt. Agencies A. L. Hereford, President 
Springfield, Lil. Springfield, Ill. 




















Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are “‘hard- 
boiled’’ on advances. 


INSURANCE COMPANY 
Cincinnati, Ohio 
S. M. CROSS, President 
—— ————— 


C OLUMBIA LIFE 

















the Seattle agency with an annual vel 
ume of personal production in excess of | 
$500,000. For 41 consecutive months he 
was in the premium leader class, and he 
has been successful in qualifying for | 
the Quarter Million Club practically | 
from the beginning of his career. He is | 
now at the company’s home office tak- | 
ing a two weeks’ course of special in- | 
struction, 

Mr. Peterson is only 28 years of age. | 
He was born in Minnesota but has lived | 
in Seattle for several years, is a gradu- | 
ate of Washington State College and | 
was prominent in college activities. He | 
has been secretary and vice-president of | 
the Seattle Life Underwriters Associa- | 
tion. During the war he was a lieuten- | 
ant and served in the machine gun 
school at Camp Hancock. . 


A. B. Evans | 


The Oregon Life has appointed A. B. 
Evans of Medford as agency supervisor | 
in Oregon. He will have headquarters | 
at Salem. Mr. Evans has been district | 
manager for the company at Medford. | 
His promotion was announced by C. S. 
Samuel, general manager of the com- 
pany. 


W. L. King 

W. L. King has been appointed gen- 
eral agent for the Ohio National at 
Lakeland, Fla., adding a life depart- | 
ment to his large general insurance 
business. He has appointed A. C. How- | 
ard manager. Mr. Howard has had sev- 
eral years’ experience in life insurance 
and is moving to Lakeland from Demop- 
olis, Ala. 


W. H. Locker 


W. H_ Locker, who was formerly 
Aetna Life manager at St. Paul and later 
reneral agent of the National Life of | 
Vermont at Chicago, has gone to New 
York to be an agent of the National 
Life of Vermont. 


F. E. Matthews 


The Atlantic Life announces the ap- 
pointment of Frank E. Matthews as 
general agent for northern Georgia with 
headquarters at Atlanta. The company 
had been without a general agent in that 
territory prior to the appointment of Mr. 
Matthews. He goes to the Atlantic 





from the Jefferson Standard, With - 
he was connected as traveling gy," H.. 
in Georgia for the past two or. the TT 
years. He is a native of that State two Y' 
intensive cultivation of the »,, Normal! 
Georgia field is planned by the Aa. 1 
under his direction. : % 
George A. Patton antl 

George A. Patton is success, Openin 
Albert P. Hohmann as Des Me Invocs! 
manager of the Mutual Life of § Pastor 
York. Mr. Patton has been conp,. 
with this company for many yea, 
ing engaged in agency field work , 
the Cincinnati agency. Mr. Pato. 
sumed his new duties Aug. 1, ~ 
Mr. Patton has been with the My 
Life for many years, as district mayo aeavic 
at Portsmouth, O. for the past 10 yell policy 
He has qualified regularly for the os ) tows 
pany’s $250,000 Club, and is a may dame. Poten' 
energy and initiative. Town. 
— §. Discus 
E. L. Atwood and A. M. Johnta fe “¢,;! 

A. L. Saltzstein, general agent ip yy 9, Woma 
consin and northern Michigan for ¢ veneers 
New England Mutual Life, has gimmo. A Dis 
nounced appointment of two new distrw Led 


nomic 


| managers for the state. They are fy 


L. Atwood, who 

ager at Oshkosh, succeeding the |» 
John Mulva, and Alden M. Johnston, 
trict manager at Appleton, Wis 


A. L. Gloe 


August L. Gloe has been appointed d& 
trict manager for the North Ameria 
Life at Manitowoc, Wis. Mr. Gloe by 
been with Metropolitan Life for the pag 
14 years, the latter part of which he by 
been assistant district manager for th 
Manitowoc district. He will have wit 
him in his work Joseph Gloe, a Metr 
politan employe for more than ni» 
years, who becomes assistant manage 
for the North American. 


Life Agency Notes 


Dr. Joseph P. Donovan of Madism 


| Wis., has joined the sales organizatin 


of the Neckerman agency. He will sp 
cialize in the writing of life, accident 
and health insurance for the Continental 
companies, for which the Neckerma 
agency acts as state agent in Wisconsin 

V. B. Brown has joined the city sale 
force of the Indianapolis Life. M 
Brown is known throughout the state 
as an amateur golf player. He iss 
graduate of the Purdue engineering 
school and for a time was connected 
with the engineering department of th 
city of Indianapolis. 
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LIBERTY LIFE CONVENTION | 


Annual Home Coming Gathering of 
the Officers and Sales Force of 
Chicago Company 


The fourth annual home coming con- | 
vention of the officers and sales force | 
of the Liberty Life of Chicago will be | 
held at the head office Oct. 26-28. This 
company is officered entirely by colored 
men. It is making commendable prog- 
ress. The program for the three days 
indicates sound judgment in devising a 
schedule of events for a sales meeting. 
Dr. M. O. Bousfield, is the acting presi- 
dent of the Liberty Life. He took the 
position following the death of Presi- 
dent Frank L. Gillespie, the founder of 
the company. The program is as fol- 
lows: 


Wednesday, August 26 


1, Registration 8 to 9:45 A.M. | 
2. Meeting Called to Order....10 A.M. 
E. H. Carry, Director of Agencies 
3. Liberty Ode Audience 

4. Invocation 
Rev. H. H. Coggins, Pastor, Park 
Ave. C. M. E. Church, Chicago, Il. 
5. Welcome to the City 
Dr. Carl G. Roberts 
6. Welcome to the Home Office.Dr. M. 
O. Bousfield, Acting president of 
the Liberty Life Insurance Company 
7. Response on Behalf of Supervisors 
J. C. Diggs, Supervisor 
Wayne County Agency, Detroit, Mich, 
8. Response on Behalf of Force 








..L. A. Thompson, Washington, D. C 
9. Why We have Home-Coming Con- 
ventions—Mrs. L, M. Jones, Chicago 
Til. 
Wednesday Afternoon 


1. The Test of a Life Salesman 

Elmore Williams, Supervisor Kansas 
City District, Kansas City, Mo. 

2. Discussion: Conservation of Busi- 
ness by the Local Salesman (Busi- 
ness That Stays Is Business That 
Pays). 

(a) Personal Service, C. &. 
ings, Detroit. 7 

(b) My Method, A. J. Holmes, Chi- 
cago. 

(c) Official Co-operation, A. V. Get- 
man, Chicago. 

3. A Daily Working Program 

L. B. Jones, St. Louis, Me. 

4. What Was the Frick Case? 
What Is the Salary Deduction Plan 
What Is Meant by Non-Medical 

Business? 

Does Liberty Life Handle Such 
Business? ; 
Chas. Atwater, Special Supervisor 
Michigan State, Grand Rapids. 

5. Selling the Business to the Pro- 
spective Life Agent—E. L. Snyder, 
Supervisor, St. -Louis District, St 

Louis, Mo. 

6. Prospects—How, When, Where t 
Find Them ?—Hewitt Watson, 
Wayne County Agency, Detroit, Mich. 

7. Discussion: The Proper Attitude 
That a Salesman Should Have and 

Maintain Towards His Company, His 
Superior Officers and His Associ- 
ates...Led by B. F. Sherard, Chicas° 

8. Investment Securities ....----**** 

R, R. Taylor, Jr., Chicas® 

9. Uniformity of Branch Office Opera 


Snell- 
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tions 
Jas. H 
The T 
Two Years 
Norman J. 

Thursday, August 27 

9:30 A. M. 
L. Garvin, Supervisor, W. Kentucky 
District, Presiding 

Opening Ode ne neauye sap eat es ct ueoe 
Invocation onsen eeeeeee 5. & s 
pastor, New Haven Baptist Church 
gong, “Illinois”....-----+- + . Audience 
The Fundamental Principles In- 
volved in a Sale...-.- L. ] ; 
Educational Director, Liberty Life 

Insurance Company, Chicago 
Life Insurance a Social and Eco- 
nomic Value to the Race. beeeeeees 

_....T. M, Dent, Baltimore, Md. 
Service to Old and New Stock and 





Allison, Auditor, Chicago 























Past 10 ye , icy OldeTB. cc cccsccccvcceveces 
for the tp — ws _E. V. Mosee, St. Louis, Mo. 
lis a Map Potential Business in the Small 

} SN, Jocks Sees J. W. Hollis, Chicago 
Discussion: My - —— vf aa 
ed by G. W. Corrothers, attle 

- Jobnstn trek, Mich. 
agent in Wj 6 Woman and Life Insurance........ 
igan for f ; _....Mrs. I, B. Thompson, Chicago 


ife, has , 0 A Discussion of Group Insurance.. 


> NeW distra Led by C. A. Campbell, Supervisor, 
hey are By Lansing, Mich. 

Mistrict may Thursday Afternoon 

ing the ie ursaay 2 

ohnston, 4 B. Snowden, Supervisor, E. Kentucky 
Wis, District, Presiding 


1. The Relation of Field Examiner to 
the Agent and the Company....... 

—. - AE “Weeevevees Dr. E. W. Beasley, Chicago 
Ppointed dis 9, Self Management..W. Louis Davis, 


th Americy Gen. Mer. Bond Department, Chicago 
ir. Gloe 3. Discussion: How to Secure Prompt 
for the pag Action by the Local Examiner.... 
rhich he hy ..W. R. Wilks, Supervisor, Wash- 
Ser for thy ington District, Washington, D. C. 
| have wit 4, Some Causes for Delayed Business 
€, a Metre weccccccececeee Mi88 Mayme Hick- 
than nin son, Head Policy Division, Chicago 
it manage 5. Memorial Exercises to Our Late 
Founder and President, Frank L. 
Pe, O Oy Bhs ects ceeds cccedd w. 
5 Ellis Stewart, Master of Ceremonies 
f Madison Song se eeeeee setteeeeeerees Audience 
rganizatio Two Minute Expressions Concern- 
€ will spe ing “Late Chief”....... Agency Force 
x accident 3 liek oa & gue eh Ae Kappa 
he ona Alpha Psi Quartette: Dr. Carl G. 
Wisconsis Roberts, Dr. Wm. H. Marshall, C. 

A Rodger Wilson and W. Harold Thomas 
Site = Dn Li Wikes ce Vesh ai whdaenen’ 
‘the state Rev. R. L. Bradby, Pastor, Second 

He is a Bapt. Church, Detroit, Vice-Presi- 
ngineering dent Liberty Life Insurance Company 
connected §. Registration. 
ant of the 


Friday, August 28, 0:30 A M. 
—— W. Louis Davis, Presiding 
| i We oe cae ecce aa ree ks Force 
2. Invocation..Rev. C. H. Clark, Pas- 
tor, Ebenezer Bapt. Church, Chicago 
. A Demonstration Sales Contest: 


eo 








el J. W. Spann, Representing Chicago 
al C. B. Washington, Representing De- 
. Med troit 
Chicago 0. L. Lancaster, Representing St. 
Louis 
P. W. Dean, Representing Kansas City 
Leon A. Thompson, Representing 
ne Washington, D. C. 
can sas Judges: 
" I. J. Joseph, Victory Life 
Busi- J. A. Whitfield, Underwriters’ Life 
‘Busi- John Holloman, Pyramid Life 
That 4. Address—“Let There Be Light”... . 
eines Gaim =. H. Carry, Director of 
Snell- _ Agencies, Liberty Life Insurance Co. 
5. The Wife, An Asset in Her Hus- 
Chi- ee MND bcc .decccacacecees 
Mrs. Vivian C. Hayes, Carbondale, Ill. 
Ge- Noon Recess 
Friday Afternoon, 2 P, M. 
is, Mo. 1. Control Your Interview........... 
Patieneenesradsedaneonel A. W. Davis, 
Plan? ; Mer., Stock Dept., Detroit, Mich. 
Hical « Opening a New -. .,  , Se 
--..W. M. Dent, Supervisor, Mary- 
Such land State Agency, Baltimore, Mo. | 
&% Stay on the Job.............0c00: 
isor ME otseeee Wm. Kenner, Michigan State 
* Manager, Bond Dept., Detroit, Mich. 
a 4. Round Table 
der, New Business (Regulations, Pro- 
st. gram of Year, Pledges, Conduct of 
_ Business of Company, etc.) 
io * Banquet, 6 P. M. 
a Prizes Awarded at Banquet 
Mich. 
a Increase Federal Reserve Taxes 
Tis PR county commissioners of Wyan- 
ci- otte county, Kan., have increased the 
cago assessed value of the property of the 


aeg Reserve Life of Kansas City, 
—_ $527,000, largely as a result of 
th Paper advertising, which declared 
at the company had earned a surplus 






R. Simpkins | 


| of $300,000 in the last year and offering 
to nay eight to ten times the par value 
of the stock. 

When the assessment was made last 
| spring the company returned the capi- 
tal stock at $300,000 and the surplus at | 
$73,000. The company’s home office | 
| building, which cost $151,000, was valued 
at $76,000. | 


Fraternal’s Kansas Suggestions 


| The first tentative proposal of any . 
| insurance group relative to suggestions 
|for the codification of Kansas insur- 

ance laws has been submitted by the 
| Kansas Fraternal Congress, which has 
| announced that it will submit a modified 

form of the New York conference fra- 
| ternal laws. 

The revision commission has _ held 
|several preliminary meetings and will | 
| hold its first formal meeting Sept. 21, 
| when it will receive suggestions from | 
|insurance groups as_ to. proposed | 
changes in the laws. The commission | 
| will not receive suggestions from in- 
dividual companies or agents for the | 
| present at least and has asked that all | 
proposals be submitted by organiza- | 
| tions representing the different groups | 
| of companies or agents. 
| | 

] 








Cowan Agency’s Fall Meeting 


The James M. Cowan general agency | 
| of the Northwestern Mutual will hold 
its fall meeting in Bloomington, IIl., Oct. | 
|s. It will be an all-day meeting with | 
| sessions in the morning, afternoon and | 
| evening. Between 80 and 90 agents in 
Illinois are expected to attend the gath- 
| ering. 
| In June the Cowan agency paid for | 
| over $1,000,000 in business. The record 
| for the first six months of this general | 
| agency is $4,500,000. 


| 
| 
| 


Equitable’s North Dakota School 


| The Equitable Life has just completed | 
|a school of instruction at Grand Forks 
| N. D. The instructors for the week were | 
W. L. Boyce, agency suverintendent, St 
| Paul; H. L. Hickey, St. Paul; C. A. | 
| Hale and Arthur Malloy. district man- 
| ager at Grand Forks. About 14 agents | 
| were in attendance at the school. 


State Department to Move 


The Chicago office of the Illinois in- 
| surance department will be moved from 
| the Otis building, 10 So. LaSalle street, 
| to the Transportation building, 608 S. 
Dearborn st. Some of the state depart- 
| ments are located in this building. It | 
will be the policy of the state to gradu- 
ally get its departments in this building. | 
W. Rufus Kendall. chief examiner, is in | 
| charge of the Chicago office. It will | 
probably be two weeks before the office | 
| is moved. 





° New North Dakota Actuary 











Another Forward Step 


The Salary Savings Plan opens a new and broad field of life 


insurance distribution. 


This Company has adopted it, and thus 


maintains its front-rank place among the progressive companies 
whose leadership has been gained by vision and initiative. 


This Plan gives life insurance at its best to groups of salaried 
employees and wage-earners in return for monthly premium pay- 


ments. 


Always room in this organization for men and women who 
have the forward look, and who look with intelligence and in- 
dustry and integrity. Unexcelled service, together with three fine 
monthly agency publications and first-class advertising literature, 
supply our representatives with an unsurpassed equipment. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















T= Company with the personal contract offers ex- 

cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 


development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


H. M. HARGROVE, President 
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YETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KENTUCKY 


MISSOURI NEBRASKA 











M. R. Prenner of Rochester, N. ) & 
has accepted a position as actuary in the 
| North Dakota insurance commissioner's 
| office. 


| 

Make Headquarters at Minot 

| Minot. N. D., is to be headquarters 
| for the Equity Life of Moritana. accord- 
| ing to plans announced by officials of 
| the company. Development of north- 
| western North Dakota has induced them 
| to center operations there. 


Minnesota Department May Move 


| There is some talk of moving the 
office of the Minnesota insurance depart- 
| ment to the Midway district between 
| St. Paul and Minneapolis, to make room 
| for the new state finance department in 
| the Capitol at St. Paul. It is argued 
| that the location in the Midway would 
| be more accessible to Minneapolis insur- 


| ance men and others who have daily 


| business with the department. 











“ GLOB 





MUTUAL LIFE 
INSURANCE COMPANY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Estimated Results for 1924 Over Last Five Years 


GAIN IN INTEREST INCOME ......... 
GAIN IN ASSETS ; 
GAIN IN INCOME. ..........00s0csee00e 


GAIN IN INSURANCE IN FORCE 

AVERAGE GAIN OVER LAST FIVE YEARS . 
_The above figures are the results of the highest 

policyholders and representatives. The i 








latest is 


CLAIMS PAID BY TELEGRAPH 


To which have been added 


CLAIMS ADJUSTED BY RADIO 
SERVICE 


It is the last word in 























| Ninety-six salesmen of the Bankers 
Life of Iowa, during the week ending } 
July 25, wrote a total of 97 applications 





for new business on the lives of old pol- 
icyholders. 

















THE NATIONAL UNDERWRITER 


August 7, ty 



































COMMERCIAL DEATH 


Holds no terrors for the 
man who carries a Non- 
Cancellable Disability Policy. 


Continental Casualty Company 


910 S. Michigan Ave. 
Chicago 

















PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 
Any amount up to $100,000.00 


Ne Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
See Sea 


ee 








EASTERN STATES ACTIVITIES | 


| 








OHIO STATE GOES OVER TOP 


Total of $8,000,000 Reached in Cam- 
paign for $7,500,000 of New 
Business 


COLUMBUS, O., Aug. 5.—Announce- 
ment was made today that the Ohio 
State Life, which has been engaged in 
a campaign to sell $7,500,000 of insu- 
rance in commemoration of the 19th an- 
niversary of the company and as a com- 
pliment to President John M. Sarver, had 
gone far beyond the mark, more than 
$8,000,000 having been sold according 
to the latest compilations. 

The campaign was unique in that it 
was handled entirely by agents of the 
company. The work was in charge of 
a committee composed of D. F. Shafer 
of Mansfield, George Hayden of New- 
ark, R. E. Boller of Dayton and O. N. 
Young of Lima. These men with their 
wives were entertained at the Colum- 


bus Country Club at a luncheon M 
day. Members of the home office fon 
were guests of President Sarver a 
outing at the Country Club Wednesiy 
afternoon and evening. . 


Mutual Benefit’s Boston Outing 


President John R. Hardin and Super 
intendent of Agencies Oliver Thurmgy 
of the Mutual Benefit Life were in py. 
ton the past week to attend a Combine, 
meeting and outing of the Bosg 
agency of the company, all being guests 
ot General Agent F. E. DeGroat x 
the Belmont Springs Country Club. The 
morning was given over to a busing 
meeting, followed by luncheon and ». 
other business session coming in the ¥ 
ternoon. Addresses were made by th 
visitors and some of the agents, ther 
being a general discussion of the proj 
lems of the business. The latter part ¢ 
the day was given over to sports. It wa 
the first visit of the company presides 





to the Boston agency. 











IN THE SOUTH AND SOUTHWEST 











MAY LOAN MONEY IN TEXAS 


Return for That Purpose Does Not 
Subject Companies to Payment of 
Back Premium Tax 


AUSTIN, TEX., Aug. 6.—An opin- 
ion from the attorney general’s depart- 
ment holds that an outside life com- 
pany which withdrew from the state 
may return for the purpose of loaning 
money without the payment of pre- 
mium taxes during the period of its ab- 
sence, provided it owed no taxes when 
it withdrew from the state and the 
loaning of money is not inhibited by 
its charter or by the laws of the state 
of its domicile. 

This opens the doors for the return 
of the companies which withdrew in 
1907, when the Robertson law become 
effective. Twenty-two of the largest 
life companies withdrew frém Texas 
at that time and only four have re- 
turned. The Travelers and the John 
Hancock are loaning in this state at 
this time. The opinion was the result 
of an informal application made by 
the New York Life to the Texas com- 
missioner to return to the state for the 
sole purpose of loaning money. 

While the opinion holds that the pay- 
ment of the taxes for the absence in- 
terim is not a prerequisite to obtaining 
a permit to loan money in Texas, it de 
clines to pass on the question o 
whether the companies are liable to 
Texas for the premiums collected in 
the state during the time of the com- 
pany’s absence. 

“It is our judgment,” the opinion 
continues, “that when such an insur- 
ance corporation re-enters this state for 
the purpose of lending its funds under 
and by virtue of Article 4790, and there- 
after engages solely in such lending 
business in Texas, it does not change 
its status or relation in any manner as 
to the matter of collecting outside of 
Texas premiums on policies already is- 
sued by it on the lives of Texas citizens. 
Without deciding the liability of such 
companies for the payment of such 
taxes, we believe that the situation of 
such companies would not be changed 
by reason of their securing a permit un- 
der Article 4790 to lend their funds in 
Texas. If they are liable for such taxes, 
they would still be liable after such per- 
mit is granted. If they are not liable 
prior to the granting of such permit, 
the mere authority given by the state 
to lend their funds in Texas would not 
cause them to be liable for such taxes.” 


exclusively under the jurisdiction of th 
secretary of state and that the insw. 
ance commissioner has absolutely » 
supervision over them. 


Open Oklahoma School 


The school of life insurance salesman. 
ship sponsored by the Oklahoma Asso- 
ciation of Life Underwriters, opens 
Monday morning under the direction 
Griffin M. Lovelace, of New York Uni- 
versity, with 125 signed up scholarships 
Classes convene at-7 a. m. for a five 
hour session, and in the afternoon they 
meet from 2 to 4 o’clock. The same 
courses offered at the Syracuse ané 
Buffalo schools are scheduled for the 
Oklahoma and Texas underwriters, who 
constitute the prospective students of 
the school. 

Although all the 125 scholarships have 
been reserved, several general agents 
have expressed a willingness to releast 
some of them to an underwriter specially 
desiring to take the course, according to 
Russell Law, chairman of the school 
committee. Several nationally knows 
speakers are expected to augment the 
regular teaching staff, which in addition 
to Mr. Lovelace. is to consist of Ralph 
G. Englesman, Frank M. See and Vin 
cent B. Coffin. The school will close 
Sept. 28. . 

















































National Equity’s Convention 


Agents from nearly every part of the 
state, with the directors and officers 0 
the National Equity Life, met in Littl 
Rock, Ark. fer the first annual conven 
tion Aug. 2. Governor Terral and sev 
eral well known local business men wert 
guests of honor. 

Since its organization there two yeats 
ago, the National Equity has write 
$5,000,000 of business, C. E. Lowry, 
president of the company, said in his 
address. The record is unequalled y 
any similar company in the same length 
of time, he declared. 


Great Southern’s Good Showing 


The Great Southern Life closed July 
with more than $28,000,000 of new insu 
ance. Already more than 60 men have 
qualified as members of the Great South- 
ern Club, which requires that a sales 
man secure $100,000 or more insurance 
Officials are highly gratified over the 
pce and see records broken in every 
ine. 


Celebrating “Seay Month” 


Harry L. Seay, president of . 
Southland Life, is celebrating his tent! 





It is made plain in the opinion that 











companies entering to loan money are 


year as head of the organization. = 
month will be “Seay Month” for ¢ 
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rents and efforts will be made to 
eke it one of the best production 
onths in the history of the company. 
With the announcement of the cele- 
ration by an agent's drive for applica- 
tons it was made known the company 
now nearing the $100,000,000° mark. 
President Seay has been recipient of 
congratulatory messages and 
cores of tokens of good will by busi- 
ess associates and fellow workers dur- 
ing the past few days. 










nany 








State Election in Virginia 








Mapp, by an overwhelming majority in 
Virginia’s statewide Democratic primary 
this week. The race was of interest 
insurancewise, because Mr. Mapp had 
expressed himself in favor of merging 
the bureau of insurance with the bureau 
of banking and placing it directly under 
supervision of the state corporation 
commission, while Mr. Byrd was in favor 
of letting the situation remain un- 
disturbed. 

John R. Saunders, attorney general of 
Virginia, seeking re-election, was an 
easy victor over his opponent, Marvin 
Smithey of Lawrenceville, Mr. Saunders 
;owns a local agency at Saluda, Va., and 
| vir been prominently identified with the 





























2 Combine RICHMOND, VA., Aug. 5.—Harry Flood | Virginia Association of Insurance Agents 
e Bosteg bvrd, candidate for governor, was nom- | for many years. Nomination in the pri- 

DeINg guess nated over his opponent, G. Walter | mary is equivalent to election. 

DeGroat x 

Y Club. Ty ime 

busi 

on eel PACIFIC COAST AND MOUNTAIN FIELD 

& in the af 

lade by th 

zents, the MINORTHERN LIFE CONVENTION |AMERICAN LIFE WINS SUIT 

tthe prob 

a ae Record Production for Year Announced | Lew Wallace of Portland, Ore., Sued 

y presides at Gathering of Seattle Company’s Company on Account of Deal with 


Big Producers 





The annual convention of the $100,- 
00 Club of the Northern Life of Seattle 
as marked by the announcement of a 
ecord volume of business written this 
ear. Up to July -14 the company had 
sritten more insurance than during all 
§ 1924 and in the 30-day period ending 
july 14, which was dedicated to D, B. 
Morgan, the president, and the late T. 
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tion of the 
the insur. 
lutely no 


























Reinsured Concern 





The American Life of Detroit has 
won the suit on appeal in the case of 
Lew Wallace of Portland, Ore., a for- 
mer general agent of the American 
Life of Des Moines, which was rein- 
sured by the Detroit company. The 


for some $64,000 but the state supreme 
court has reversed this and _ also 
given the Detroit company a judgment 
for some $4,000 owing it by Wallace. 
When the American of Des Moines 
was taken over by the Detroit company 
Wallace did not accept the agency 
contract of the reinsuring company but 
became general agent of the Canada 
Life instead. He then brought suit on 
his old contract claiming commissions 
and damages. Mr. Wallace is a nephew 
and namesake of the famous General 
Lew Wallace, author of “Ben Hur.” 





Los Angeles Agency Wins Cup 


The Los Angeles agency of the Phoe- 
nix Mutual Life won all honors in the 
president’s contest the week of June 
22-27, for the greatest number of appli- 
cations closed with binding receipt. The 
volume of business amounted to $282,- 
000, and George W. Ayars, Pacific Coast 
supervisor, whose headquarters are with 
the Los Angeles agency, returned from 
a trip to the home office last week 
bringing with him the silver loving cup 
which was the prize at stake, and pre- 
sented it to the agency at the Monday 
morning meeting. 


West Coast’s “Baseball Campaign” 


Starting Aug. 1 the entire field force 
of the West Coast Life has been di- 
vided into three leagues for the com- 
pany’s annual “Baseball Campaign.” 
The Northwestern League comprises 
all of those players under the supervi- 
sion of J Stewart, superintendent 
of agencies at Portland, including 
Washington, Oregon, Idaho, Montana, 
Wyoming and Utah. The commis- 
sioner for that league is Assistant Su- 
perintendent of Agencies H. J. Stew- 
art. The Southwestern League is un- 
der the supervision of Emmett T. Hall, 
manager of the life department of the 





lower court gave Wallace a judgment | 
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pending your decision to accept or reject. 


COLUMBUS, 





SI 
H 


OHIO 


COMPLETE COVERAGE 
NGLE SOURC 


ife ealth Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Correspondent One Contract 
7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 


THE OHIO STATE LIFE INSURANCE COMPANY 





































A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unsw 
loyalty to its policyholders. The years have 
growth and prosperity. To-day, as in the past, 
sonnel of the Company is imbued with the spirit of 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


wonderful 
ec whole per- 
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Have You found a way to stop this waste? 
two years of experience. 

THE OTIS HANN 
10 So. La Salle St. 


POLICY LOANS CAUSE LAPSES 
Our Is : shes . : 
plan petng exits Ser many Compuniee end t de sent of teny~ 
COMPANY 
Chicago, 























DES MOINES 


CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


IOWA 
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ol M. Morgan, who worked with him in 
= the organization of the organization of 
salesman the company, agents of the company 
ma Asso BB vote $5,147,000, a sum double that of 
sind any previous month. : 
York Uni Approximately 150 field men from 
tre seven states attended the convention, 
yy fr. which was largely of a social nature and 
seen tm a reward tor producing a large volume 
n they BiBof business. The four days of the con- 
The samt Mivention were full of variety and inter- 
cuse and M.; A reception at the home office 
lor the marked the first day. The second and 
ihe who i third day were devoted to a trip to 
ents OM Monte Cristo and Big Four Inn in the 
hips h Cascade mountains. 
ro - C. L. Steinkraus, dean of the com- 
gen pany’s representatives, with 19 years 
° release service to his credit, was one of the first 
— day speakers. 
beng © The second day was known as “retir- 
eC — ing officers day.” Vice-president Arthur 
Bre P. Johnson presided. L. Quigley 
ddition pronounced the valedictory at the open- 
¥ Ralph ing of this session and was followed by 
‘nd Vin - L. Baker, retiring vice-president, and 
‘tl close A: A. Comstock of Palouse, second vice- 
, president. O. A. Ehrenclous discussed 
“The Evolution of Life Insurance” while 
; “The Pot of Gold” was the topic of W. 
ion E. Felthouse of Oakland, Cal. 
t of the Other speakers during the convention 
icers of MCT’ O. L. Jacobi, district manager of 
n Little et monthly premium department in Los 
oom Angeles; Nathan Eckstein, president of 
nd ser Mg >c!Wabacher Bros. & Co.. E. S. Campau 
en were MED: M. Morgan, J. H. Sargent, W. L. 
Wiley of Seattle, W. D. Price of Boise, 
o years “2. and W. Nelson Rose of San Jose. 
writtea During the convention the Northern 
Lowry, Life announced the writing of a $750,- 
in his ~~ group policy on the mail carriers of 
ed by M22, Francisco. 
length J H. L. Quigley was again named as 
pawest producer in the company and 
Pray = be engraved on a bronze 
ng _* 1€ main office. r 
4 July Pe <a prospects for the remainder of 
inf bye were discussed by President D. 
‘io a organ, George C. G. Gilbert, field 
Faun hy r, and other officials during the 
sales- July 14 marked the end of the com- 
~~ Pany's 19th year, 
of 
every ‘ 
Sales Conference at Seattle 
any representatives of the Business | 
in “ssurance from points in Wash- 
Ston and Oregon attended the 1 
f the northwest sales meetin a eres 
h at Seattle and & and conference | 
tent! “ab Several home office officials | 
This They in So nnee and led discussions. 
r the cluded W. T. Grant, president; | 
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Presidente. and J. H. Torrance, vice- 


Service to Policy Holders 
Operates under the Famous “R 


Live Up-to-Date Policies 


Hi. B. HILL, President 








MUTUAL L 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Agents 


Ordinary Life 


IFE OF ILLINOIS 


Service to the Public 


stration Act” which requires the reserve on every issued to be deposited 
and held in Trust by the Insurance Department of the z= 
Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE Vice-Pres.and Actuary OR. J.R. NEAL, Seo. 
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Stephen M. Babbit 
President 


Hutchimson, Kansas 
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Lake County--- 
Again 


We are still looking for 
the B!IG MAN to take 
charge of Lake County, 
Indiana, for the Western 
Reserve Life of Muncie, 
Indiana. 


Speaking of Opportuni- 
ties, we have a real oppor- 
tunity for the right man 
in this territory.. He 
would have headquarters 
at Gary. He would have 
control of Lake County 
including the cities of 
Hammond, East Chicago 
and other fine towns in 
that county. 


His contract would be one 
under which he could op- 
erate a general agency. 
If you are interested ad- 
dress Gaylord Davidson, 
Agency Manager. 


The Western 
Reserve Life 


Insurance Company 
MUNCIE, INDIANA 


J. H. Leffler, President 
J. W. Dragoo, Secretary 





Antonio, Tex., covering Texas, Ne- 
vada, Colorado and Arizona. The third 
is the California League, under the su- 
pervision of Agency ‘Secretary Jack 
Robinson, covering the State of Cali- 
fornia. Manager of Agencies Otto 
Langpaap will again this year act as 
high commissioner, 


versy which may arise during the cam- 
paign. 


Pacific Mutual’s New Structure 


Within two weeks work will start on 
the construction of a $500,000 three- 
story cafeteria building which will be 
erected by the Pacific Mutual Life ad- 
joining its home office building in Los 
Angeles. The structure will front 59 
feet on both Olive and Grand, and will 
be located between the Pacific Mutual 
building and the Biltmore hotel. The 
new unit will be built above the pres- 
ent parking grounds, thus preserving 
the parking facilities for automobiles. 
The principal reason for the construc- 
tion of the building is to provide din- 
ing room and cafeteria accommodations 
for the employes of the Pacific Mutual, 


) r, having arbitrary | 
powers in connection with any contro- | 


Hornberger-Beckman Agency at San | but in addition to this space it will con- | 


tain a number of offices. 


Liberty Life on Coast 

Charles A. Moore, president of the 
Liberty Life of Topeka, has announced 
that the company has established a 
western general office at Oakland, Cal. 
The company is also planning to enter 
practically all of the mountain and Pa- 
cific coast states and conduct an 
aggressive campaign for business under 
the supervision of the Oakland office. 
Mr. Moore opened the Oakland offices 
personally and also secured the admis- 
sion of the Liberty to Oregon and 
Nevada while on the trip. 


New Company for Colored Risks 


surance of Los Angeles, a new assess- 
ment life and disability association 
licensed last week by the California de- 
partment, was organized by William 
Nickerson, Jr., and will write insurance 
on the assessment plan on colored risks 
exclusively. It is understood that it 
will begin business with 500 members 
and $50,000 paid in. Mr. Nickerson is 
reported to have organized a number of 
similar associations in the South. 














IN THE ACCIDENT AND HEALTH FIELD 














CONDITIONS GOOD IN SOUTH 


Situation Very Satisfactory in 
Most Industrial Centers 


—Accident and health companies oper- 
ating throughout the south report that 
satisfactory, with a material improve- 
ment noted in recent weeks. 

This is particularly true in the case 
of companies that are writing franchise 
business. There had been somewhat of 
a slump in business for both coal and 
lumber companies, for which a large 
part of that business is written, but 
both classes of business now report 
much greater activity. Business had 
been almost at a standstill with the coal 
companies for sometime, but the big 
buyers of coal now feel that the present 
price level is sure to be maintained if 
not increased during the coming fall 
and winter, and hence are placing big 
orders, which have resulted in a decided 
revival of activities. The big amount 
of building work which has been going 
on, not only throughout the south, but 
in all sections of the country, has made 
business better for the lumber companies 
and there has been such a demand for 
steel construction work that the steel 


working absolutely at full capacity. 
While farm conditions in some sec- 
tions of the south are not as promising 
as they might be, there is no longer the 
same dependence on agriculture in that 
section that there used to be. With the 
development of the new industrial move- 
ment along various lines, accident and 
health companies are looking to the in- 
dustrial workers and the residents of 
cities whose prosperity depends primar- 
ily on industrial enterprises, rather than 
to the strictly agricultural communities, 
for the bulk of their business. 





COMPANY EXECUTIVE 


Wanted—Experienced junior execu-- 
tive, as Assistant Secretary and Office 
Manager. Permanent place with 
ample future possibilities. Open only 
to experienced man age 28 to 35 
whose record, health, habits, asso- 
ciates, ad adaptability are satisfac- 
tory. By a progressive, growing mid- 
western old-line life Company now 
in its second ten-year period. Con- 


fidential. 
Address O-76 


Health and Accident Companies Find | 


CHATTANOOGA, TENN., Aug. 5. | 


business conditions as a whole are very | 


mills in Birmingham and vicinity are | 


| RULINGS ARE GIVEN IN UTAH 





| Commissioner McQuarrie Hands Down 


Opinions Affecting Accident and 
Health Underwriting in the State 





| SALT LAKE CITY, UTAH, Aug. 5. 
| —John G. McQuarrie, insurance com- 
| missioner, has just handed down three 
| rulings affecting the writing of accident 
}and health insurance underwriting in 
| this state, following advice from the at- 
|'torney-general’s office. 





Commissioner McQuarrie says that 
some companies are accustomed to a 
| ery technical interpretation” when 


| paying weekly installments to persons 
necessarily confined to the house.” 
declares that in some cases compensa- 
tion has been withheld when the patient 
has been moved from his home to a hos- 
pital, and he holds that the company is 
liable whether or not the person insured 
is confined to a hospital of his own 
home, or whether he be taken to a doc- 
tor’s office, on occasion, for treatment. 
It is not held that such cases are the 
rule, but that they exist, and, presum- 
ably, the ruling is that the company on 
| the risk cannot escane liability*on such 
technical grounds, though the matter 
would have to be finally decided by the 





courts in case of objection to the 
ruling. 
Delivery of Notice 
Another ruling is that cancellation 


clauses which read that cancellation may 
be written notice “delivered to the in- 
sured, or mailed to his address,” do not 
excuse the company from liability unless | 
it can prove they were actually received 
by the assured. It is also held that if 
the notice is mailed, sufficient time must | 
elapse, to be determined by the regular 
mail schedule, for the delivery to be 
made. 

In the third ruling the commissioner 
comments on the meaning of the term | 
“days of grace,” and says that a policy 
is in full force until those days of grace | 
have expired, “just as much as if the 
premium had been paid.” 


Milwaukee “Sentinel” Policy 


The Milwaukee “Sentinel” is offering 
to its readers on the subscription basis 
a $7,500 accident insurance policy in the 
North American Accident of Chicago. 
The policy is of the familiar travel ac- | 
cident and pedestrian insurance type. 
lt provides for payment of $7,500 if the 
insured meets accidental death while 
riding on a railroad train, elevated or 
underground railway car, passenger 
steamship or steamboat; $1,000 if killed 
in a privately owned automobile or 





Care The National Underwriter. 




















horse-drawn vehicle, taxicab or omnibus, | 
as a pedestrian by any moving vehicle, 
} 





The Golden State Guarantee Fund In- | 


He | 





ACTUARIES | 


—  —— 
DONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 




















29 South La Salle Street, Chicage 


el 
——— 








H. NITCHIE 
. ACTUARY 


1523 Assn. Bidg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 














ARRY C. MARVIN 
CONSULTING ACTUARY 


} 

| 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA | 
| 

| 








RANK J. HAIGHT 
CONSULTING 

ACTUARY 

818-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








J. McCOMB 

e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 


pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance Publicity 
ARRETT N. COATES 
CONSULTING 
ACTUARY 


354 Pine Street . . San Francisco 

















MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Expe- 
rience, Low Cost, a Splendid 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








MORE THAN 50% 


of the business written by some of = 
larger agencies is a direct result of te | 
Fidelity lead service. Our agents interview 
interested prospects—people who have writ: 
ten the Head Office for information. 
Fidelity is a low-net-cost company bs nl 
ating in 40 states. Full level net premius 
reserve basis. Over Quarter of a Billion 
force. Faithfully serving insurers since } 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency open! 1gs for the right men { 





EN, 





Some executives in need of sal- 
aried employes go on expens™s 
prospecting tours; others let am @ 
of this size and appearance bring 
applications to them. One im 









one column wide, one time, $5.00. 
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do, lightning, falling wall or 
al tomeeident occurring in a public 
~ r theater; $10 a week for not 
5 weeks if injured in such 

A $1 registration fee and a 
aioe to the “Sentinel” obtains 
“policy for the reader. 

















Feel Effects of Depression 


writing industrial health 
business find that it takes 

nergy to keep up the premium 
Ree the industrial situation is far 
, being satisfactory. Weekly income 
spanies feel any industrial slack, first, 





ompanies 
accident 










=0. bayse they are largely dealing with 
— | killed labor. Weekly payment busi- 
es is built very largely on colored 
tants pple and foreign settlements. Skilled 


































or is affected next. The industrial 
iness, however, has held its own so 
as acquisition cost is concerned, as 
expense ratio has not increased ma- 
jally. The health insurance problem 
not as vexing in the industrial de- 
tment as in the commercial. Smaller 
nefits are given and if the business 
been well written there is no dis- 
sition to malinger. 


Takes Over Crescent City 
President T. B. Martin of the First 


tional Life, Health & Accident of New 

Jeans announces that his company has 

St. ken over the Crescent City Life, in- 
ANA nding all the effective agents of that 
mpany, adding very materially to his 

a ekly debit. The Crescent City had a 
| onthly department and in order to take 

fare of this part of the business the 

st National has established a similar 

| epartment, which will be pushed. Presi- 

dg. || nt Martin says his company has en- 


red the last half of the present year 
itha substantial gain over the business 
force at the same time last year. 


Zurich Pushing Accident and Health 


Since the appointment of L. D. Edson 
manager of the accident and health 
partment of the Zurich, that company 
making rapid strides in expanding its 
sability department. The company has 
nounced the issuance of two new pol- 
y forms, an automobile accident policy 
da “Practical accident and health 
liey.” 

The Zurich has been issuing accident 
d health policies for some time and, 
ith the issuance of these two new pol- 
ies, Zurich agents’ will be well 
quipped to serve their clients with an 
p-to-date line of. accident and health 
licies. It is the plan of the Zurich to 
evelop its accident and health depart- 
ent just as rapidly as it can, and it will 
ake a strong bid for disability busi- 
ess wherever it is licensed. 





cisco 





Maryland’s New York Changes 
W. L. Kick, who recently resigned as 
manager of the accident and health de- 
partment of the Maryland Casualty in 
he New York office, has joined forces 
lendid ith Ray L. Korndorfer of that city. 
eis succeeded by Wm. H. Rackle, who 
? or several years has been handling ac- 
ident and health claims exclusively in 
he New York City claim division. Rob- 
tt N. Errington has succeeded Mr. 
Rackle in the claim division. 








WITH INDUSTRIAL MEN | 
FFICE ; ~ 
WEEKLY PRODUCTION BENEFIT 

















Nf | Advantage of Regularity in Securing 
|f@ Business Make It Worth While to 








our i 
af ne Strive for Goal 
erview ——— 
writ: hl “Pilot,” house organ of the Pilot 
. fe, gives the following ten advantages 
i of regular weekly production: 
ion 0 Sets a definite weekly task: + Boss- 
1878 | € oneself is particularly hard if one 


s just written two or three good ap- 
IFE pications. Having a definite task to be 
PHIA b omplished before the week ends helps 
old a fellow on the job. 
No maintains the technique of selling: 
men | er how splendid a salesman may 
~ e loses out in his art when he goes 
anaes Week after week without regular 


1 — Even Paderewski, with all his 
sal- G feels he must practice daily. 

sive at Stimulates to greater success: The 
ad sent is at the peak of his strength 


pe 
hen he has made a sale. He feels then 












ing that h 
: eis a 
~% is saywhere good a salesman as there 
4 
The Gives the joy of accomplishment: 
— man who is producing regularly 








week after week is happy. And he is | dullest weeks, for it is an example to | Ark., for about two years, has been made 
happy because he is doing something and |all others—the realization of the fact | assistant district manager of that com- 


getting somewhere. that it can be done. And when it | pany ,with headquarters in Blytheville, 

5. Puts one on the same plane as the | reaches one or two years, the agent be- | the district offices of the company being 
biggest producer: The man who is pro- | comes a stimulant and an inspiration to moved to that city from Paragould, 
ducing regularly week after week is/the entire agency force. where they have been maintained for 
keeping step with the biggest producers about 18 years. 


Increases Production 


in the business and he can rightfully | — 
take his place among the biggest life 9 Increases production and insures WwW 
” nee , estern outhern News 
insurance men. regular income: One of the direct re- & S = 
6. Gives an incentive to extra effort: | sults of producing one application a The Cincinnati North district of the 


One doesn’t know his strength nor all | week is that soon the agent is producing | Western & Southern gave a dinner and 
that he is capable of doing until he is |two applications a week. His growing | entertainment in connection with the 


put to the test. strength sends him out to bigger pros- | midsummer business conference. The 
pects, with the result in larger applica- | home office was represented by Assist- 

S> Continues’ Spee tions. ant Secretary H. Thomas Head, Assist- 

Keeps one on his toes and his eyes 10. Guarantees success in reaching the’| ant Manager of the Ordinary Depart- 


= 
‘. 


open: Not only does the weekly task | goal: Success in reaching the weekly | ment, Charles M. Biscay and Superin- 
spur one in his effort in the field, but it | quota guarantees the fulfillment of the tendent of Agencies Samuel Smith of 
helps sharpen his wits, encourages him (big things planned. Here is the final | Division A, who acted as chairman, 
to plan his work more intelligently, and | culmination of complete success, which | There were in attendance also Super- 
to use his brains more and more in his | marks a distinct forward step in the | intendent Lee Wittrock of Cincinnati 


selling. progress of every man who follows | Park, Superintendent R. E. Galvin of 
8. Stimulates, by example, the entire | through. Cincinnati West and Superintendent C. 

agency: When one has a record of only F. Brawley of Norwood. W. B. Gui- 

ten or twelve weeks, he attracts the . ’ singer is superintendent of Cincinnati 

attention of every man in the agency. Metropolitan’s Arkansas Change North. 

When he runs that up to six months, his Cc. R. Layman, who has been with the Eli Rosen, formerly home office in- 


record is an encouragement during the | Metropolitan Life, located in Blytheville, | spector of Division E of the Western & 
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52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 
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The 
Policyholders’ 
Company 


Once a Policy- 
holder—Always 
a Prospect. 
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W ake ct 
£ SPREAD To PROTE 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 





W. D. Van Dyke, President 
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ROCKFORD LIFE 


For direct contract with Company, write to 
FRANCIS L. BROWN, Secretary and Manager 
ROCKFORD, ILLINOIS 
MICHIGAN, OHIO AND MINNESOTA TERRITORY OPEN 
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Southern, has become superj 
Chicago South. . 





Ntendey 


Benjamin E. Brown has been Pro 


from assistant at Elyria, 0, det 


e from Lorain to the superi ' — 
‘ , Ntendeng 

im the Lorain, O., district. He SUCCEEI New I 

= perintendent E. D. Porter, who hy Policy 


transferred as superintendent to - es 
Columbus North district. Diges 


AVE you ever developed a sale to the point where your prospect is “on 
te ens - ; : Fortmuller Is Advanced 
the fence”’—where you say to your self “What can I tell him. There's Ab 8 ligreges as PE 
- - 3 “ ° 8 ade sy 
one spot where I could reach him. If I only knew he would be a pro- tendent of Cincinnati District :.. 


° . ” John Hancock Mutual, suce : 
tected man in two minutes? gusintendent Kennedy. He ae 


the employ of the company sing , 


Every man has such a spot. It lies close to his greatest insurance serving as assistant superintendey 
. - a im off the Springfield, Mass., Philadelphig 
need. The agent working under the American Central plan knows that spot. North Adams and Troy agencies 


It is indicated on his Surveyed Prospect Card. 




















Preside 
Peerless Life Service pringfe 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the ae eee ee ee mye 
e ° a . 4 Miss 8S ¢é orized a y . 
canvass, control of the interview, close, the handling of notes, and a definite resale ing nurse service for industrial palmmmie Polit 


campaign are all parts of this Plan by which successful agents are professionaliz- ery ip were 


ing their insurance work and their insurance service. Educational Conferences upation 
. . . . as ‘ The Connecticut Mutual Life js . 
We are now operating in twenty-three states, and under certain @onditions will arranging for its three days educasmeerca 


enter additional states. Details of the American Central Plan and our methods ee tee a : 
- . ° ° “ ° ° . ° “4 , Aug. 24, the westen 
of operation will be given gladly to anyone interested in considering a connection Colorado Spring Sept. 3, and thew 
with us western at Grand Beach, Mich. Sex 
, On the second day there will be sy 


discussions on non-medical, substay 7 
~ and conservation. S| 
oa 0 perse 
Stafford Is President <a 
- ea 
The $100,000 Club year of the [ligiiMrates ar 
Life closed last week. W. N. Stafullafe an 


manager of the northeastern Ill ates W! 


agency, becomes president. C. A. Snfilipetition 
of northeastern Kansas becomes iider sim 
vice-president; W. F. Sandifer of cen The | 
Kansas is second vice-president and @ieiture 

P. McCord of Danville, IIl., is t paymen 
vice-president. vides. tl 


— ficiaries 
New York Life Leaders 


The first 10 leaders of the New 
Life for the first six months ons Tk 
volume were as follows: John R. 
Lawrence Priddy, Sylvan Levy, ing tab 
Z. B. Rosen, Joseph A. Waterman _— | 
of New York City, E. E. Andrews, Gq "™* © 


Perhaps the most comprehensive field cago; Harry Siegel and Abraham M 


development program in existence today. INSU RANCE co. - Sear web ad and M. C. Salass 


One phase is described in this advertise- Bada 
ment. ye meets 
INDIANAPOLIS Aetna Life’s Birthday Celebration 9..... 
SOTASLISNED 16S a. The Aetna Liie celebrated its birtha 
HERBERT M. WOOLLEN, President anniversary by asking every ages! 
write at least one life insurance appli 
tion on that date in commemoration 
the first application ever written mt 


9° 











—— — — 


NUMBER FIVE IN A SERIES OF INFORMATION ADVERTISEMENTS ||| company, which was July 


| Every application was dated July 
| which reached Hartford by Aug. + 
| the Aetna birthday commemoration 
































M. A. NATION, Pres. CHAS. E. WARD, Sec’. 


Universal Life Insurance Company : 


Dubuque, Iowa 


WE WANT GOOD MEN 


MISSOURI ILLINOIS OHIO WEST VIRGINIA KENTUCKY WASHINGTON, D. C. MARYLAND NEW JERSEY 


Mr. Agent: 

Have you ever had a colored risk to place? And wondered where you could broker 
it? Put the Victory Life on your file and use it for that purpose. We are adequately 
equipped to take care of such business. 


VICTORY LIFE INSURANCE COMPANY 


HOME OFFICE: OVERTON BUILDING 3621 South State Street, Chicago 
ANTHONY OVERTON, President I. J. JOSEPH, V. Pres. & Gen’! Mer 
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For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY Twenty-Year Endowment 


CINCINNATI, OHIO 
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“FORGET VOLUME AND DEVELOP MEN,” 
BASIS OF SUCCESS OF FRANK L. JONES 








HE idea “Forget volume 
velop men,” has 

upon whi 
e finest 


ver for the Equit 
dianapolis. 

ones’ system 
e figures. 
ndianapo 






y years 
eT eakior paid-for life 
he rate of better than $: 
month. The July production 
gency was $1,300,000. 


ing 


bance. He believes in the 


FRANK L, JONES 


Men Are Like Trees; 
Must Be Developed 


trees to set out. 


and de- 
been. the 
ch has been built one of 
life insurance agencies in the | to al 
id by Frank L. Jones, agency man- | these days the agent must be willing to | 
ie able of New York at 
The effectiveness of Mr. 
is strongly attested by 
With a territory including 
lis and the northern half of In- 
‘sna, Mr. Jones has in comparatively | 
built up an agency which is} see that we can give service to every 
[ insurance at | policyholder in our territory. 

$1,000,000 a 


Mr. Jones be- 
coves that the settine of quotas and talk- 
about volume exercises a restraining | towns has been eliminated by the devel- 
sfuence on the men with big possibili- 
ies to fully as great an extent as it helps 
fevelop the small producer of life insur- 

individual 





treatment of each man and the develop- 
ment of his individual possibilities. 


Mr. Jones says: “Men are like trees.” 
A good many years ago when I was a 
boy my father operated a nursery. In 
those days the farmers came over mud 
roads for many many miles to buy fruit 
These farmers were 


You cannot depend on a part timer. You 
cannot ask him to neglect his other work 
give life insurance service and in 


basis 


go to any point in his territory at any 
time to give service. 

“This does not mean that we are not 
represented everywhere, i 
smaller communities. We do not con- 
centrate in the large towns, but try to 


Need for Part-Timer 
Largely Eliminated 


“The need for the part-timer in small 


of the 


opment of good roads and the automo- 
bile,” said Mr. Jones. “Take a typical 
agricultural county. It has a county seat 


villages and the rest of the population 


A motorist can drive 15 miles in 30 min- 
utes without breaking the speed limit. 
| This means that he can make a call any 
| where in the county after dinner if neces- 


even in the | 


of 3,000 or 4,000 population, a number of | 


of about 10,000 is made up of tarmers. | 


sary. 
to every 10,000 population and in such 
a county one can handle the entire ter- 
ritory.” 


Opposes Hiring Every 
Possible Agency Prospect 


insurance service demand full time men. | 


Mr. Jones does not believe in recruit- 
ing every possible agency prospect and 


ance. 


some, of advertising for men and then | 


| 
sending out as many of them as possible, 


certain number will make good, is a 
thing of the past.. He said it is harmful 
to the life insurance business, in addi- 
tion to being a tremendous injustice to 
the men so employed. 

One unusual thing about Mr. Jones’ 
system is that new men are actively re- 
cruited only from October to May. No 
new men are taken on between May 1 
and Oct. 1. In the fall, Oct. 1, the dis- 
trict managers start recruiting men and 
are very active in this work until the 
| first of the year. Then a salesmanship 
| school is held in 
| training of these men is 
them for the company 





| continued to 
| prepare 


| 
| 


| 


with the hope that out of the bunch a | 





Indianapolis and the | 


| 


| which will be given the following June. | 


| The recruiting of new men is continued 
| until May 1, 


and then the last month is | 


It is wise to have about one agent | put in in preparation for the Arsdall 


school. 


Help Is Given to 
New Men In Summer 


During the summer months all the ef- 
fort of the agency is put on developing 
the new men recruited during the pre 
vious months. The summer is the most 


putting him to work selling life insur- | difficult time of the year and this help 


He said the plan used in the past | '5 appreciated, : 
| by many companies, and still used by | the school are put into effect and by 


The lessons learned in 


Oct. 1 the managers are ready to start 
In again to get a new crop of men to 
develop. 


School Superintendents 
Make Good As Agents 


One reason that the annual school is 
held in June is because of the fact that 
Mr. Jones has found that superintend- 
ents of public schools make excellent life 
insurance men in many cases. They 
have been trained to take more or less 
responsibility and to pick up ideas 
quickly and in addition are accustomed 
to giving their ideas to other people. Mr. 
Jones was formerly a school superintend 
ent himself, having been state superin 
tendent of schools in Indiana. He said 


school | while this fact may have made it easier 


for him and his district managers, a 
number of whom are school men, to 
make contacts with other superintend- 








A 


Same Rates for 


Our Agents Have 


Wider Field— 


Age Limits from 0 to 60. 


Participating and Non-Participating Policies. 


Males and Females. 


looking four and five years ahead to the 
time when they could harvest apples. 
In the meantime, could they be constant- 
ly thinking about apples? No, they had 
to think about trees and develop trees. 
They knew that if they developed the | 
trees, the fruit would come. 

“The same thing is true of life insur- 
ance men. If each individual salesman 
is developed properly, there will be no 
doubt in the end about volume. 


Do Expedient Thing 
in Order to Make Quota 


“If the emphasis is placed to any ex- 
tent on the production of volume, the 
agent will naturally do anything to reach | 
the quota that is set for him. He will 
lall back upon the expedient thing to do | 
instead of the right thing to do. 

The district managers in my agency | 
have been trained on this system and | 
they follow this plan. Every letter that 

| 
| 








§0es out of my office to one of these dis- 
trict managers bears a rubber stamp im- 
Print at the top in red, ‘Develop Men’. 
. he only man who gets a quota in my 
agency is the district manager whose 
salary depends on reaching a certain pro- 
duction. 
. pp abe on no part-timers. There are 
that | Part-time men left in the agency 
lave been with us for a number of 





S. D., W. Va., Wyo. 


of CHICAGO, ILL. 


B. R. NUESKE, President 


An Increased Opportunity 
Because We Have 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 














y ‘ - t 
years but the exigencies of modern life 











THE NATIONAL UNDERWRITER 


August 7, 




















LLINOIS LIFE INSURANCE CO, 














enicAcge 


_— 
JAMES W. STEVENS, Founder 


‘6 CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your. enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 





From the address of Carvin Coo.ipce at the 
Cerner Stone Laying Ceremonies, Lilinois 
Life Building, August 5, 1922. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 


ents, he does not think that his ; 
work has any effect on his decision. 
the availability of these men for ke 
surance. ™ 
“There is only one source of men 
the life insurance business,” aa 
Jones. “That is men whose mod ’ 
sitions do not offer them the possibis 
in accordance with their ability the 
life insurance business can offer them 
addition to school teachers, | find. 
another class of men who are felon 
in this position are the men in more 
less responsible positions with gg 
stores, big gasoline and oil comp 
and the like. These men frequent 
not see ahead of them the chance fo, 
vancement of which they feel they 
capable. ; 


Does Not Use Persuasion 
To Get New Agents 


“When I enter into conversation 
a man who may be a prospective fife; 
surance salesman, I do not start iny 
convince him that he should give up hi 
present position and enter the life ingg 
ance business. I never use any persy 
sion at all. The first thing I do is to 
to him about the opportunities jp 4 
business. I ask him what possibilities 
sees ahead of himself, and if I find 4 
he does not feel that the future for } 
is what it should be, I then take up 
him the points which make up an ite 
position. 

“The fact that a man spends nearly 
of his waking hours with his job mak 
it extremely important that he has 
job that he likes. I impress this fag 
upon the prospective agent. I gradual 
work out with him what an ideal positigd 
is, and then I ask him if he would cop 
sider changing his present work. If| 
would like to change, I then fit the} 
insurance business to the plan of » 
ideal job, if it seems to fit. 


Compensation Is Last 
Thing That Is Taken Up 


“The last thing I take up with hims 
the matter of compensation. That s 
really the least important thing about: 
man’s position, even though it is import 
ant. If the work suits him in every 
other feature the compensation will take 
care of itself.” 

Mr. Jones does not put much emphe 
sis on the earnings that are made except 
with a man who has gotten into the 
wrong job, but is afraid to let go of it 
because of the necessity of meeting his 
monthly bills. He then brings out 
sheet showing the records made by mea 
in his agency and it is not difficult to 
show a man the possibilities. 

He does not believe in advancing 
money to agents. He said that in the 
past year he had not advanced more 
than $300 in his entire agency. Insteal 
he talks about the backing that hs 
agency gives a new man. This includes 
the educational facilities, and the clos 
cooperation given by the field man ant 
district manager in going with the new 
salesman. It further includes the ind 
vidual development and’ attention tha 
is given to each man both by the agent? 
manager and the district manager. 


4 


Cundell Returns to New York 


Henry G. Cundell, who has been ass 
ciated with the agency department & 
the Connecticut Mutual at the head 0 
fice as agency assistant for the: last 16 
months, has decided voluntarily to ® 
turn to his former activities in M 
work. He has returned to New York! 
become agency supervisor in the Gray 
general agency there, a position that he 
held before going to the head office. 


Qualifies For Company School 


H. E. Lorton, of the R. H. Marit 
agency of the Bankers Life of lowa# 
Ottumwa, Iowa, completed his qualit- 
cation for the company’s school of 
struction on May 14 and was the if 
of 41. salesmen who had qualified for the 
school un to and including July 23. 

The company has announced the 
dates of the school at Jan. 4. 5 a” 4 
1926. It will be held at the Palat 











Hotel, San Francisco. 
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my E. Kirk, With Record of Production 
ry Week for Nine Years Straight, Puts | 
"Selong Policyholders as First Interest 


N Aug. 18, 1921, Tue Nationat Un- 
DERWRITER published a story that 
was widely read and quoted, abou: 
y E. Kirk, city manager at Kansas 
-of the Central Life of Des Moines, 
had written at least one policy 
» week for five years. 

n July 31, 1925, Mr. Kirk had com- 
od four more years of this regular 
uction, at least one policy a week— 


ing nine years in all without a 
ss.” 
he maintenance of steady produc- 


with a volume of around $150,000, 
the year 1924 was all the more not- 
because of the other activities in 
ich he has been engaged. Mr. Kirk 
private secretary to Mayor Beach 
ing the first year of the latter’s ad- 
istration, from April 1, 1924, to April 
125. Mr. Kirk gave scrupulous at- 
tion to his city hall duties, 


of policyholders who had improved their | cess. 


insurance with other salesmen, 


financial condition in the past few years | 


and had not bought more insurance for 
five or six years. 
one of them at least as much as they 
were carrying, in most cases more than 
doubling their insurance. On 
two evenings a week he would telephone 
these policyholders, and announce his 
purpose to call on them to discuss their 
insurance. Then he would spend one 
or two evenings a week in making calls 


—not always after dinner, sometimes 
between leaving his office and going 
home. 


He sold nearly every | 


| widows 
one or} 


While he kept no records of calls, he | 


estimates that more than 90 percent of 
his interviews produced business—and 
almost all on the suggestion that in view 
of higher cost of living, 


| amount which may have been adequate 


and | 


ided using his time or contacts there | 


writing life insurance. Yet he kept 
his record—at least one a week. 
e did this by concentrating on 
icyholders. 


old | 
He prepared special lists ' 


then no longer met the need. 

A surprising fact about these 
was that not a single policyholder that 
he can now remember had bought any 
life insurance in the interim from any 
other company. Many had discussed life 


the original | 


cases | 


: but none 
final impetus to pur- 
Kirk talked with them 


had received the 
| chase until ‘Mr. 
again. 


Shows Real Personal 

Interest in His Clients 

The basis of Mr. Kirk’s steady suc- 
with a volume between $200,000 
and $300,000 a year except for that year 
in the city hall, has been his real per- | 
sonal interest in his policyholders. He 
helps them to get jobs, 
with their business arrange- 
ments, he’ calls on families when there 
is sickness, he is friend and _ social 
worker and adviser in general. Year by 
year the circle of those who look to 
him for advice and help increases. One 
result is that the children whose pro- 
tection was the motive for purchases of 
life insurance several years ago are now 
grown and are buying insurance. 

The last week of July, this year, 
which completed his ninth year of reg- 
ular weekly production, marked, for in- 
stance, the rounding out of one entire 
family’s insurance by Mr. Kirk. The 
father had bought insurance on himself, 
with the children as beneficiaries; then 
had bought policies on the lives of some 
of the children. Then the children be- 
gan to buy insurance for themselves, and 
the sixth child, now grown, is now 
paying for her own insurance. The in- 


he helps the | 


surance bought by the father did not 

succeed $1,000 on any one. They are 

buying insurance now in units of $2,000 
up to $5,000, 

| As the number of policyholders in- 
creases, the amount of time Mr. Kirk 
| gives to them for their personal affairs 
increases. In fact, he probably gives as 
much time to advice on matters entirely 
| outside of insurance as he gives to ser- 
| vice on insurance, or directly connected 
| with the policies or the money paid un- 
der them. He admits that if he confined 
his energies and time more exclusively 
to selling, he could probably produce 
two or three times as much. Of course 
this is problematical, since perhaps his 
production would decline were it not for 
the confidence and regard that the pros- 
pects and policyholders feel for him 
because of his helpfulness. 

The point is, however, that he is get- 
ting a continuous thrill out of life, and 
every day becomes for him better worth 
living, because his business has con- 
tributed so much to the success and hap- 
piness of so many people. They call on 
him and bring their troubles, even their 
family problems, to him; and he finds 
that they tend to follow even his casual 
the comment dropped in 


sugge stions, 
conversation. 

And this leads to the real pith of this 
present story. The necessity for regu- 
lar production, imposed by himself nine 
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are among the present o 
others in Illinois, Iowa, 
named above. 


Communicate with A. O. Hughes, 
Agencies. 


Farmers National Life Insurance Company 
OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 





St. Joseph 


enings for general agents. 
klahoma and Michigan as well as the States 


Exclusive Territory 


Capable men desiring to build their own General Agencies in 
territory large enough to give them a real opportunity can 
obtain exclusive territory of their own choice with this progres- 
sive young Company. We accept all classes of life risks, age 
one day to 65 years. 


INDIANA 
Terra Haute 


OHIO 


Cincinnati 


MISSOURI 
Springfield 

















Indianapolis 


Vice-President in charge of 




















Dayton 


There are many 
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Empire Mutual 


Life Insurance Company 
of the United States 


KANSAS CITY, MISSOURI 
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Life Insurance for a Greater Number 
The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the in- 
sured carried no other insurance. 


A National Life Contract offers the opportunity for increased carn- 
ings through selling more to more people. Top contracts available in choice 
territory. 


National Life Association, - Des Moines, Iowa 

















FOUR YEARS YOUNG 


Our Business in 1924 
ilxccaccescecesdy aeeae 


Income $608, 
Assets over $1,100,000.........Gain 25+% 
rplus over 


Capital and 
DUET din s¥cecccceccees ssn 863 
Savings in Mortality $73,000 or... 66 % 
We have paid to our Policyholders or 
their beneficiaries since our organization 
started—$202,476.15. 
SALESMEN WANTED 


Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas and Oklahoma. 


NATIONAL RESERVE 
LIFE INS. CO. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 


business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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years ago, has acted to develop Mr. Kirk 
himself into a bigger man, trusted and 
depended on by hundreds of families, 
and has made his business a glowing 
human interest romance, which he could 
not think of quitting. The revenue from 
the life insurance business is a minor 
consideration. It’s the people he serves, 
who keep him in it, and who will keep 
him producing steadily for years to 
come. 

Mr. Kirk could have retired years ago, 
if money had been his only objective. 
During the past few years he has ac- 
cumulated property. He owns four 
pieces that bring a gross revenue of $10,- 
000 a year. He manages these pieces 
himself. Yet he keeps on selling small 
policies, making calls, serving his 
friends, and selling life insurance to 
them and their friends. 


Is Able to Give 
Disinterested Advice 


His self-imposed task of at least one 
policy a week made him the better man 
he is, for two reasons, each well worth 
noting. First, he consciously planned 
the personal service on matters outside 
insurance, as a means of building his 
business. This service has become an 
established habit, an end in itself. Be- 
ing asked so many kinds of questions 
on business and personal matters, he 
has developed a wide deep knowledge 
of business and human nature—his own 
nature has been broadened and enriched 
by this experience. Because of this at- 
titude, he is never tempted to sell a pol- 
icy for the sake of the commission; and 
his .advice is therefore never tinged by 
self-interest. Thus he has grown into 
the kind of man (though he was largely 
that to start with) who is able to give 
entirely disinterested advice. He thinks 
from the standpoint of the person seek- 
ing help. 


Weekly Production Makes 
Him Take Care of Himself 


The second reason for this system of 
selling insurance developing Mr. Kirk 
himself is one that perhaps is not often 
enough observed or followed. This is 
the fact that the requirement of regular 
production has forced him to take care 
of himself, so that disability would not 
interrupt his work. If a man intends to 
sell at least one policy a week, and mail 
in the applications, examination com- 
plete, on Wednesday or Thursday even- 
ing, this means that he will have to be 
on the job every week. It is not a mat- 
ter of average production, but of every- 
week work. Naturally strong, of splen- 
did physical constitution, Mr. Kirk did 
not have to worry much over his health. 
But his wife did. She saw that he kept 
fairly regular hours, ate the things that 
agreed best with him; and she adjusted 
his diet as the years advanced. 


Kept Up Exercise When 
Outdoor Work Lessened 


The first few years the extensive out- 
door exercise involved in calling on 
many prospects kept him in good con- 
dition. Four or five years ago the out- 
door exercise became reduced, because 
of the number of policyholders who 
called on him and also, due to the 
greater efficiency in routing, the larger 
percentage of calls that produced busi- 
ness. At the first signs of such change 
in amount of exercise, devices were in- 
stalled in the Kirk home, and Mr. Kirk 
adopted a schedule of exercising, regu- 
larly every morning; which has been 
punctiliously maintained ever since 
When he became secretary to Mayor 
Seach, 18 months ago, the change in 
daily regime was immediately compen- 
sated. Being in an office most of the 
day, every day but Sunday, he adopted 
a program that might seem opposed to 
his production capacity. Now he had 
less time to call on prospects—after of- 
fice hours and in the evening—and it 
might be assumed that he would hus- 
band the minutes. But instead of using 
his motor car to cover ground quickly. 
he walked on his calls for every distance 
under a mile. This probably reduced 
the possible calls by 50 percent; but it 
gave him outdoor exercise. 





The Real Salesma, 


BY WALTER E. wep, 


Superintendent of Agents x tons 
U. 8. A. . 


One who is loved by his fello 
One who has self-confidence j, 
a! show it. ’ 
ne who keeps his word }; 
and his friends. 4, his t 
One who takes a firm interes ; 
firm’s interests. . 
One who can be courteoys in 

face of discourtesy, 
One who wins respect by bg 
spectable and respectful. " 
One who turns up with a smile 
still smiles if he is turned down 
One who strives to out-think 
buyer rather than to out-talk him 
One who understands men an4 
can make himself understood by , 
One who has a steady eye, a gy 
nerve, a steady tongue, and steady}, 
its. 7 
One who is silent when he has py 
ing to say and also when the buyer 
something to say. 
One who knows that he is loo 
out for his own interests by look 
out for his customer’s interests, 


May Take Big Policy 


It is generally understood that ¢ 
Pure Oil Company, whose genera 
fice is at Columbus, O., will sh 
announce the acceptance of a g 
policy. The directors have been y 
sidering group insurance for some t 
During the last few weeks they ly 
given the matter more serious attenj 
and negotiations are being han 
through the Cincinnati Underwrix 
Agency Company. It is stated 
the policy will be in excess of $8) 
000. The corporation has 8,000 « 
ployes, who either work for the par 
company or its subsidiaries. The P 
Oil Company owns the Eureka-Se 
ity Fire Insurance Company of Cin 
nati. 


Offers Free Medical Examination 


The Elkhorn Life & Accident 
Norfolk, Neb., is offering free mediq 
examination and free operations to 
policyholders. The president of # 
company, P. H. Salter, who is also 
medical director, owns a_ hospital 
Norfolk in which the examinations 
operations are made. There is as 
lutely no charge made for the hospi 
work and there is no loading incluit 
in the premium. 


Issues Daily Paper 


The Bankers Life of Iowa, on At 
3, began issuing a daily publication, ‘I 
Daily Onward March,” which will 
to all agency’ managers. 

The publication will give the volu 
of new business received in the h 
office daily, the number of applicati 
and will compare the month’s andy 
business with that of the preceding y@ 

Under the heading of “Leaders 7 
day,” will be published the name 0 ® 
salesman submitting the largest num 
of applications and the one submit 
the largest volume of business !0f 
day. 


Is Moving to Omaha 


Charles E. Ward, who has be 
vice-president of the Union Res 
Life of Omaha, has moved his family 
that city. Mr. Ward has been secrt@ 
of the Universal Life of Dubuque 
Prior to that time he was conn 
with the Cedat Rapids Life. Under 
Ward’s leadership, it is expected ™ 
the company will begin an active ¢ 
paign for business. 


Writes Two $100,000 “Apps” 
Two applications, each for $10 
were written by J. L. Folan of the 
cago agency of the Bankers Life of lo 
during 
These give him leadership of the ™ 
force. 





the week ending July ™ 


Charle 
ust off 
pany of 
ping bef 
hip cla 


its nine 


of the l 
Van Kit 
man of | 
Chicago 
which p 
presided 
declared 
ognized 
classes | 
saved tl 
ance we 
veloped 
insuran¢ 
ing a li 
ever, he 
life ins 
life inst 
give col 
and, th 
respons 
educate 
to value 


De 


In sf 
functiot 
attentio 
especial 
rapidly. 
year’s | 
gency 
equally 
fore, is 
It seek 
that w 
from tl 


Mr. | 
come p 
panies 
he said 
tion of 
clared 
had ky 
that p 
come ; 
not aj 
mean t 
ample, 
$300 te 
Yet h 
only ¢ 
should 
ance a 
show 
the m 


